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rubber and craftsmanship are goin 


FIRE-FIGHTING 
SUITS 


RAINCOATS 


PONTONS 
FLYERS’ LIFE BOATS 


es are just a few of the man 
J y A new Retailer’s Handbook has just been published for you 
war products being made for regarding the fabric rubber-sole shoe situation. You will 


our armed forces of the fabrics and find “Wartime Facts’ of great help to salespeople in the sell- 


rubber that used to go into Keds. ing, fitting and conservation of wartime footwear. Included 


is a chapter on the newest developments in synthetic rubber. 
The same skilled workmen who 
made Keds before the war are now 


turning out this vital equipment 
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FIND THESE _ Sever MADE OF 


LEATHER 


d Nantonwwe sales 


reports daily prove the great 
popularity of patent leather 
among ration-minded women. Always 
popular, patent is doubly appealing today 
because it is so much easier to keep clean, and 


its original luster and good looks last longer. 


COLONIAL TANNING COMPANY 


e BOSTON, MASS. e 
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FOR THE fresh LEATHER SHOES 



















How’d you like to be 
in my shoes, Evaline? ae 
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Are you kidding? 


I am in your shoes : 





Yes, Evans’‘white kid is the perfect leather for nurses’ shoes. 
Cleans easily and holds its shape . . . is comfortable, cool, and long 


wearing. There’s nothing quite like it. 


Comrie Sowcthans 


JOHN R.-EVANS & COMPANY ° CAMDEN,NEW JERSEY 
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Cobblets are un-rationed Cobblers, made entirely of non-critical materi- 
als. We believe that the development of good shoes of non-critical 
materials can prove of value to the war effort as well as to the consumer. 


Properly promoted, such shoes can help lift the burden from leathers 
needed for vital uses. 

Cobblets cannot entirely replace leather shoes for all occasions but they 
can satisfactorily supplement the rationed styles, thereby lengthening 
their lives, and give variety to the customer as well. 


PRACTICAL NEW SOLES. We have two types of non-critical soles— 
both practical. Tests over a period of time indicate strongly that our 
PLASTIC SOLES have even greater durability than leather. They are 
flexible—comfortable to wear—completely waterproof. 

The new CORD SOLES have also proven very satisfactory. They, too, 


are flexible—waterproofed—and attractive. 








COBBLETS BRING COLOR BACK. Cobblets are now made in a fine 
quality gabardine and in an attractive practical felt with a brand new 
look. They are available in Moccaround, Overtimer and Romnie styles 


in a variety of colors and combinations of color. 


Cobblers’ new COBBLETS will brighten up 
your displays and send your sales soaring. 


LOEBLERS bx 


1212 STANFORD, LOS ANGELES 





rder May 15, 1943 































es 





Over 30,000,000 Peoplef! 


in the U.S.A. Suffer from 
Weak Arches! 


Wartime workers alone needing relief from painful, fatiguing, disabling Foot Arch 
troubles, represent a huge market for Dr. Scholl’s Arch Supports. Make the mest of 
these golden opportunities by featuring and talking up Dr. Scholl’s Arch Supports. And 
every sufferer you relieve, means another loyal, profitable customer won for you! 


From coast to coast alert shoe retailers are 
proving that there is nothing which pays such 
big profits in proportion to the effort. 


Dr. Scholl’s big space advertising in the leading na- 
tional magazines—reinforced by the advice of Physicians 
influenced by Dr. Scholl’s messages in the ethical press— 
is sending people out looking for the individualized correc- 
tion that Dr. Scholl’s Arch Supports give—and which ready- 
made “arch support” shoes cannot give. People are learn- 
ing that no two cases of arch trouble are exactly alike— 
that even the two feet of an individual differ in the correc- 
tion required—and that the standardized correction offered 
by such shoes will not do what Dr. Scholl’s Arch Supports 
will do. 


Everywhere dealers are cashing in on this demand by 
featuring Dr. Scholl’s Foot Comfort Service — by letting 
people know that they fit Dr. Scholl’s Arch Supports and 
other Foot Appliances scientifically. On a small invest- 
ment they are getting a big volume. 

Rapid turn-over and good mark-up _ Df Scholl's 
are bringing in the profits for them. 
They are making money — and they 
are making friends. And so can you. 


Dl’ Scholls 


ARCH SUPPORTS 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl's FOOT COMFORT Appliances 
and Remedies for All Foot Troubles 


213 W. Schiller St., Chicago 62 W. 14th St.. New York 
112 Adelaide St., E., Toronto, Canada 
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SERVICE 








LARGEST INSTITUTION OF ITS KIND IN THE WORLD 




















Dr. Scholl’s Arch Fitter makes 
possible INDIVIDUALIZED 
correction by molding the Sup- 
ports to each foot’s exact needs. 






The foot in its original 
condition. The Sup- 


port is very low. 








Later, after the arch is 
accustomed to its new 
elevation, the Support 
is raised. 







As the condition im- 
proves, the Support is 
again raised, 









Finally, the arch is re- 
stored to normal. Sup- 
ports then need no 
longer be worn. 
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Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front-women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


FIT for ACTION 


These are the determining influences 


. é 7 . 
in a woman's war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 


In retail stores everywhere the shoes 


_ of many manufacturers are maintaining 


their reputation for fine fit in all sizes and 
widths because they are made 


over United Lasts. 


UNITED LAST COMPANY 


“HJ 
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140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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SIM NATHAN, Shoeman of Red- 
ding, Calif., says: 

“Since rationing has been created 
I have asked all my customers to 
sort out all their old shoes that are 
the least bit wearable and present- 
able and get a few extra hours of 
wear out of each shoe, each week. 
That way the customers can save 
their best pairs. And if every person 
in the country who has a closet filled 
with discarded shoes will do likewise, 











the saving in the demand for new 
shoes will be lessened and pressure 
for leather will be lightened.” 


* * = 


ADVERTISING grows up. It steps 
out of its “hot-style-and-price- 
technique” and talks a new mes- 
sage. 

A real example of this change in 
advertising technique is the five- 
column ad that appeared in the 
New York newspapers, saying: 

“I Walk With . . . Courage—Con- 
fidence—Authority—Vision—S u c- 
cess—Freedom—Thankfulness and 
Understanding—Joy—Faith—Pow- 
er — Loyalty — Imagination—Pur- 
pose ... in I. MILLER SHOES.” 
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A chic illustration of a smart, 
young lady was the only picture ap- 
peal iri the ad that was mostly white 
space ahd emphasis. This is one of 
the first of the new I. Miller adver- 
tising ideas since Verne Clark as- 
sumed the additional duties of being 
Advertising Director and Promo- 
tional Manager of I. Miller & Sons, 
Retail and Wholesale. 

In Australia a taboo is official 
against adjectives of the class of 
“exclusive,” “lovely,” “exciting,” 
and “glamorous”—for they seem to 
incite “extra buying above needs.” 








DENNIE A. DELLINGER of Mun- 
cie, Ind., has become a Western 
Union messenger “boy” at the age 
of 68 years. He is perhaps the 
oldest messenger “boy” in the state, 
if not in the United States. 
Dellinger for several years owned 
and operated a retail shoe store in 
Muncie and was widely known to 
the trade in this section of the state. 
Dellinger said he became a mes- 
senger because he felt that “it was 
his patriotic duty” in view of the 
shortage of help—and besides he’d 





a trade 
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always had an ambition to be a 
Western Union messenger. 
Dellinger looks swell in his new 
uniform riding his bike to all parts 
of the city delivering messages. He 
says the exercise makes him feel 
younger in every way. 
ss a * 
ARTHUR LIVERS of Frank Broth- 


ers, New York, says in a major-size 


ad: 








“Too many of our men are being 
heroes to their wives—Thanks to 
Frank Brothers Shoes. 

“How come? Easy, they’re hand- 
ing over coupon No. 17 to their 
wives. They’ve got Frank Brothers’ 
long-lasting men’s shoes, so they’re 
not worried about rationing. 

“Thousands of pairs of Frank 
Shoes are walking the streets of 
America today, that were bought 
when rationing had just been adopt- 
ed in England. 

“So we are looking for new faces 
. . . for men who have never worn 
our shoes . . . who may not be in 
the fortunate position of our 
‘heroes.’ 

“To such men, we say: use your 
coupon to get a pair of thorough- 
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bred, aristocratic shoes—shoes as 
fine as we can make them . . . with 
a reputation for lasting too long.” 
So sez Arthur. 

By the same token, be it known 
that thousands of M-217 coupons 
will not be used by expiration date, 
June 15. The slow-up in men’s shoe 
sales is now apparent—and for that 
matter unless there is a bulge of 
buying in the next six weeks—sev- 
eral million No. 17 coupons will 
expire on the card—unused and un- 


wanted. 
__ eo 


BILL PIDGEON, of Rochester, says: 

“It is just a Must to write you on 
your issue of April 24th as it did 
seem to me so very valuable; espe- 
cially the article by W. E. Marquette, 
Page 24, and also Page 28. 

“These two features alone are a 
liberal education on shoe fitting and 
any shoe man may well benefit by 
them. 

“These articles have been my Gos- 
pel for years and may well be studied 
very carefully.” 


* * * 


BECAUSE John Hart of Rochester, 
N. Y., veteran shoe retailer and 
city councilman, and friends got to- 
gether for a picnic 35 years ago— 





and furnished their own music—a 
hobby was brought into existence 
which has resulted in the Municipal 
Museum owning one of the finest 
collections of woodwind instruments 
in the country. 

They ‘are the gift of the shoeman, 
who said: ; 

“I never knew much about play- 
ing music, but years ago the gang 
had a picnic all set for a Sunday 
when we realized we had no band. 
One of the fellows who played oc- 
casionally, taught each of us a few 
notes on instruments we bought sec- 
ond hand, and we played for that 
picnic. 

“People have never stopped talk- 
ing about how bad the music was 
but it developed the instrument col- 





IT'S A FACT 
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WAR ORDERS 
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—"Sure, we've got a trade mark,” 
exclaimed Mr. Warorder, "sev- 
eral good ones, in fact." 

—"Then why not keep telling the 
trade about ‘em so they won't 
forget?" asked Mr. Space-Sales- 
man. 

—"Why advertise when we are full 
up on war orders and haven't 
even got time to answer letters 
from our customers, leave alone 
shipping ‘em shoes?" 

—"Do you remember names like 
Patrician, Barry, Fox Footery, 
Honorbilt, Sweet Sally Lunn, Cor- 
rect Dodge?" asked Space-Sales- 
man. 

—"Why, yes—they used to be 
pretty well-known names years 
ago—what happened to 'em?" 

—"Just what may happen td you," 
said Space-Salesman, picking up 
his brief case. "They got lost and 
forgotten in the shuffle after 
World War |." 

—"Don't hurry," said Warorder. 
"Let's talk this thing over. You've 
given me something to think 
about." 

—Moral: The Fame of Yesterday 
can easily be forgotten in the 
Fog of Today. 
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lecting hobby in me—and I have 
been collecting them since.” 

The pride of his collection is a 
hurdy-gurdy, a lute-like crank turn- 
ed instrument dating from the 10th 


century. 
a * a 


ALBERT L. HOPKINS of Hopkins, 
Sutter, Halls & DeWolfe, Chicago, 
Til., at Chamber of Commerce of 
the United States, said: 

“In spite of the talk, however, 
about increasing individual taxes 
as a means of controlling inflation, 
the Federal Government each year 
seems to be deriving a larger pro- 
portion of its revenues from cor- 
porations. Take the current budget, 





for example, the one submitted last 
January for the year 1944. Accord- 
ing to its figures the Federal Gov- 
ernment derived 37 per cent of its 
revenue from direct taxes upon cor- 
porations in its 1942 fiscal year 
which closed last June 30. This ex- 
clusive of the host of excise taxes 
which are paid in first instances by 
corporations but are presumably 
passed on to individuals as indirect 
taxes. In the current fiscal year the 
Government will derive about 40 
per cent of its revenues from direct 
taxes on corporations, and it was 
estimated that in 1944 the percent- 
age furnished by corporations will 
amount to 56 per cent of the total 
taxes derived under present law. 

“Industry must be permitted not 
only to survive but to become pros- 
perous if we are to maintain em- 
ployment after the war and provide 
a source of Government revenue. 
Substantial reserves at little or no 
tax should be permitted.” 


eo #« ' @ 


CHESTER C. DAVIS, Administra. 
tor, Food Production and Distribu- 
tion Administration, U. S. Depart- 
ment of Agriculture, Washington, 
D. C., before Chamber of Com- 
merce, of the United States, said: 
“If we get average weather or bet- 





ter we should top the 1942 produc- 
tion figure which was an all-time 
high, and we'll have the largest sup- 
ply in our history to divide up 
among the various claimants. How- 
ever, war is a hearty eater. Even 
record-breaking output doesn’t make 
enough to go all the way around and 
give all of us all we want or all that 
we have the buying power to pay 
for. Our food management policy 
is to make enough available out of 
our production for a nutritious, 
healthful civilian diet. We calculate 
this will take about 34 of the year’s 
supply. The other 14 will cover the 
needs of large American military 
forces on foreign duty and at home, 
a part of the miltary forces of our 
allies, especially the Russians and 


Boot and Shoe Recorder 

















































eaeeuH§2z# 454 & 


SS a 








| last 
cord- 
Gov- 
f its 
cor- 
year 
$ ex- 
axes 
s by 
ably 
irect 


- the 


rect 
was 
ent- 
will 
otal 


not 
\ros- 
em- 
ride 
jue. 


Ta- 
bu- 
urt- 
on, 


et- 


—s US 


- 








the British, and a part of the re- 
quirements of the civilian British 
workmen who are turning out the 
munitions for the British armies 
and—in part—for our armies.” 


* we * 


NOW it is Corp. L. D. Morrell, Hy. 
Co. B. I.R.T.C., Camp Joseph 1. 
Robinson, Arkansas, while not so 
long ago it was Dave Morrell, Mid- 
West sales manager for Alfred Va- 
mos of Lastex fame. Dave is now as- 
signed to the personnel section, and 
is hoping to be transferred to foreign 
soil, as do most of the boys in train- 
ing here. 

However, he offers these interest- 
ing observations on his Army life: 





“Ration coupons, with the exception 
of gasoline coupons, have played a 
very negligible part in a soldier’s life 
until shoes were placed on the ration 
block. It may be unknown to many 
on the outside that a soldier covers 
many miles a day in an off-duty 
status. This includes such activities 
as to and from service clubs, places 
of amusement and to various other 
spots. This aggregates the amazing 
total of some 3650 miles a year on 
foot in civilian shoes. And this is 
more than the average man walks in 
civilian life, with the going in and 
around Army Camps much rougher 
on shoe leather. 

“Although there is not as yet any 
stipulated pairage of civilian shoes a 
soldier may purchase, let it be known 
that a soldier learns the meaning of 
conservation from his first days in 
the service. Re-soling is more popu- 
lar than is the purchasing of new 
shoes with us in the Army. Re-soles 
are usually required every three 
months on our civilian shoes, while 
the heels are actually manipulated 
for maximum usage in what is rather 
an ingenious method. The left heel 
is transferred to the right shoe and 
vice versa in order to wear down 
both sides evenlv. We have found 
that they are still good for another 
turn about by inserting a soft leather 
lift between the heels and turning 
May 15, 1943 ff 
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them upside down. This refers to 
rubber heels. 

“This general soldier practice on 
conserving materials makes me 
pause to wonder what such con- 
servation will result in on the part 
of the public when the war is over, 
I still hope we will be wearing shoes 
for I look forward ever so eagerly 
to returning to a new and greater 
shoe era. This is one side of the 
picture that perhaps manufacturers 
and civilians do not see alike.” 


HARRISON A. BAKER, vice-presi- 
dent the Wetherby-Kayser shoe 
stores in the Los Angeles area, says: 
“A thorough going shoe buyer will 
not let down on his system of record 
keeping, even though he is circum- 
scribed in his buying operation by 
necessary governmental regulations. 
The first buying job I stepped into 
when in my 20’s was with a store 
which was carrying twice the stock 
the business required. Analyzing 
that stock taught me the need of 
constantly analyzing shoe trends 
and movements, and this can only 
be properly done by some simple 
informative record system. With 
the restrictions now on colors, pat- 
terns and materials some buyers 
feel there is no real need for keep- 
ing stock*records of what's selling. 
Here is one man who feels we must 
do a complete job now in knowing 
positively what is happening in our 


businesses, then when the buying 
bans are lifted, we will have re- 
course to some valuable informa- 
tion. At the same time, we will 
have our kept records in continuous 
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action, the information of which 
will be most valuable later on when 
conditions return to a somewhat 
normal operation.” 
7. os * 

HON, WALTER F. GEORGE, U. S. 
Sentator from Georgia, Washington, 
D. C., before the Chamber of Com- 
merce of the United States, said: 

“Industry must be financed. Free 
enterprise supplies the required 
funds from savings—from accumu- 
lated earnings, from investors, from 
creditors. The savings of the people, 
in turn, have their source only in 
earnings. The circle is simple; the 
system lives upon the savings of the 
people; those savings are available 
only if industry can offer an attrac- 
tive inducement; and hope of profit 
after taxes is the sound incentive. 
But the circle is also fragile: It is 
broken, perhaps beyond repair, if 
taxes destroy all hope of profit. 
When the circle is broken, then free 
enterprise cannot function; and the 
government steps in.” 









































“He's my new elerk—but, frankly,” | think he lied about his age.” 
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Functional clothes are a necessity 
for jobs like welding. These two girls 
are both wearing men's type denim 
slacks and shirts under the leather 
outer garments they wear for protec- 
tion from sparks on overhead welding. 
Skilled workers doing this heavy type 
of labor should wear garments which 
can be washed frequently. Notice how 
their hair is carefully covered and how 
care is taken to protect their eyes by 
the use of goggles such as those worn 
by the girl on the left. Obviously off 
the job for a moment and relaxing in 
low cut Norwegian moccasins. Higher 
shoes with better support should be 
worn when the worker is actually on the 
job. Boots, like those shown in photo- 
graphs elsewhere in this issue, are the 
proper kind of footwear. Photograph 
courtesy of the Cotton-Textile Institute. 





* Washmgton Newsreel * 


Extend Time to Receive Shoes Without Currency 


TIME during which wholesalers could receive shoes 
without surrenaering ration currency in advance of ship- 
ment was extended through May 5 by OPA in Amend- 
ment 14 to Ration Order 17. 

Since April 25, all shoe dealers were required to sur- 
render rationed currency before shoes could be shipped 
to them. However, these dealers were given until May 6 
to pay off all their accumulated ration debts. For this 
reason many wholesalers had mot collected sufficient 
ration currency to pay for shoes which manufacturers 
had ready for immediate shipment to them. OPA made 
it possible for such wholesalers to continue to get their 
orders on ration credit through May 5, by which time 
they were to have collected the ration currency owed 


them. 
~ * * 


Sole Leather Allotments Unchanged 


ALLOTMENTS of sole leather to Swedish shoe factories 
and leather dealers for the period March 1 to April 30, 
remained unchanged at 50 and 60 per cent, respectively, 
of their average consumption during 1937, 1938 and 
1939, according to recent reports from the Department 
of Commerce. 

Shoe factories and leather dealers since Nov. 1, 1941, 
have been required to purchase about 50 per cent of 
their rations in the form of thin sole leather, which is 
more plentiful as a result of rationing. A certain share 
of available hide imports, however, now consists of dry 
hides. Consequently, the supply of lower-quality sole 
leather has increased, making it necessary for shoe 
factories to purchase at least 70 per cent of their rations 
in the form of certain lower qualities of sole leather. 
For leather dealers, however, the old requirement re- 


mains unchanged. 
aa _ * 


Fabric Topped Footwear Covered by GMPR 


CANVAS and other fabric topped footwear made with 
substitute rubber soles have been added by OPA to the 
list covered by Maximum Price Regulation 220 by 
Amendment 7 to that regulation. The action removes the 
footwear from control under GMPR, where it was neces- 
sary for producers to obtain OPA authorization each 
time the maximum price for a type of fabric topped 
footwear was established. Now producers need merely 
apply the method provided in the particular regulation 
for such commodities. 

OPA said that for some time canvas and fabric topped 
footwear with rubber soles was not made for civilian use 
because of WPB restrictions. Recently, however, new 
types of footwear made with substitute rubber soles have 


come on the market. 
_ * 


Continue Percentages of Some Leathers 


TANNERS are permitted to continue to put into process, 
during May, June and July, a total of 220 per cent of 
their monthly average of raw goatskins, raw kidskins 
and raw cabretta skins put into process during 1941. 
The percentages, which are the same as those for the 
past six months, are continued by Supplementary Order 


M-114-b, issued recently by WPB. 
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Uruguayan Hide and Skin Production 


THE most recent estimates of Uruguay’s hide and skin 
production are based on the slaughter of cattle and 
sheep, as published by the Ministry of Cattle and Agri- 


culture. Information regarding production of cattle 


hides and sheepskins and lambskins in the interior of 
Uruguay are not yet available. Estimated production of 
oxen, steer and cow hides for February came to 139,400; 
for calfskins, 47,500; sheepskins, wether skins and lamb- 
skins totaled 150,500. 


Must File Corrected Inventories 


SHOE dealers who erroneously omitted any rationed 
footwear or included some non-rationed types in their 
recent OPA inventories, were authorized by OPA on May 
8 to file corrected inventories with their OPA District 
Office. Corrected inventories are to be filed on OPA 
Form R-1701 which dealers may obtain from their OPA 
District Offices. . 

This action, Amendment No. 16 to Ration Order 17, 
Shoes, enables an establishment which has omitted ra- 
tioned shoes from its inventory to receive from its District 
Office the difference between the shoe purchase allow- 
ance received and the amount to which it was entitled. 

If, however, the number of pairs of shoes in the cor- 
rected inventory is less than that in the original, the 
establishment must surrender ration currency to the Dis- 
trict Office for the difference. 


* * . 


ALTERATION of heel heights or other construction 
features of shoes shipped from a factory prior to 
April 16, does not permit the shoes to be sold ration- 
free if they did not meet the specifications of non- 
rationed footwear at the time they were shipped, OPA 


has announced. 
= * * 


Millinery Move May Raise New Problem 


ACTION by a number of shoe chains in adding millinery 
and other accessories to their merchandise lines in an 
effort to forestall loss of volume due to rationing of 
shoes is said to have resulted in further speculation as 
to the possibility that a regulation might be made effec- 
tive here similar to Canada’s curb on introduction of new 
lines by established retailers. 

There was some talk of such a regulation at the time 
when the inventory order was under consideration by the 
Office of Civilian Supply, but is not believed to have 
received very serious consideration by government repre- 
sentatives either at that time or since. Meanwhile, how- 
ever, there has developed a rather marked tendency for 
retail stores to branch out into new lines of merchandise 
in order to maintain their volume. Men’s clothing stores 
have gone into women’s apparel quite extensively to offset 
the loss in sales on their regular lines resulting from in- 
duction of men into the armed services. Even before 
rationing a few shoe store chains had taken on extra 
items of related apparel accessories, and the rationing 
order gave impetus to the movement. 

So far no suggestion of government action has come 
out of any of the government offices that might be con- 
cerned with this problem, but if the movement should 
assume formidable proportions it is thought to be a dis- 
tinct possibility that some step in the same general direc- 
tion as that taken in Canada might receive consideration. 
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Timely Tips on Fitting Feet 


In This Chapter of His Interesting Séries of Shoe Fitting Arti- 
cles,-Prepared Particularly for the Recent Recruits at the 
Fitting Stool, Mr. Morgan Classifies the Principal Types of 
Feet and Emphasizes the Importance of the Correct Last. He 


Sees an Opportunity in Present Conditions to Impress Parents 
with the Need of Special Care in Fitting the Feet of Children 


by PATRICK A. MORGAN 


WHILE each foot has individual characteristics and 
needs individual fitting, there are four major foot types: 
the high-arched and the low-arched fat foot and the 
high-arched and the low-arched long, slender foot. 
Each of these must be fitted in the last that will give 
it the comfort and freedom of action it needs. Narrow 
heels, of course, need fitting in a combination last in 
order to give the toes the required room to function 
properly and eliminate friction. 

Few people know if they need an outflare, inflare or 
straight last, and this the shoe fitter must decide from 
a carbon print of the foot or other measurements. The 
proper last needs to be carefully chosen so that the foot 
will be supported where support is needed and not 
bound so as to prevent free circulation. 
results from lack of blood circulation in a shoe that 
binds too tightly. Fortunately, the network of nerves in 
the foot warns the wearer of any unnatural restriction 
in the wrong places. 

The nerves, tendons and ligaments of the foot are a 
part of the body network, and often a strain on the foot 
may be transmitted to pains in the calf of the leg. The 
continued stretching of foot muscles will eventually 
develop into an abnormal foot condition. This may be 
caused by misfitted shoes, wearing shoes that are run- 
over, or shoes that have lost their supporting qualities. 
For those reasons, customers should be warned against 
wearing cast-off dress shoes for work. Most of us spend 
the greater part of our waking hours at our jobs, and 
it is far more important that we have our feet properly 
supported during those hours than during our leisure 
hours. When shoes have lost their fitting qualities, 
they should be rebuilt or replaced, either as a corrective 
or as a preventive of foot ills that will develop from 
their use. 

Nature intended the toes to have a gripping function 
in walking, much like the gripping motion of the 
fingers in working with the hands. You will find on the 
insoles of many worn shoes indentations made by the 
toes in their action. As the shoe loses its support, this 


Numbness 
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becomes more noticeable, indicating that the fitting 
qualities have lost their value. This gripping motion in 
walking becomes more pronounced in a foot with a 
weakened metatarsal arch, as the toes try to relieve the 
strain on the weaker muscles. 

The shape of the foot will indicate the type of last to 
be used, and the measurements determine size in length 
and width. The next step is to see that the shoe hugs 
the foot properly, supports it where it should, and still 
permits freedom of action for the toes without friction. 
Toes can be cramped into a shoe several sizes too short 
and thereafter cause their owner untold misery. 

Feet should be so fitted that they are as comfortable 
as the hands. Our feet are protected from undue jar 
end friction when properly fitted. In many cases it is 
necessary to explain to the customer that in walking, the 
bend of the shoe forces the toes forward and that the 
toes need length in the shoe to function properly. Also 
when a shoe becomes sufficiently worn to permit the 
arch to stretch forward, the toes are again endangered 
unless they have sufficient room. 

The action of the toes in the shoe may easily be 
demonstrated by placing thumb and fingers in an arched 
position on a flat surface and pressing up and down. I 
have never had anything but favorable reaction to this 
demonstration when a customer was trying to sell me 
the idea that she required a shorter shoe. A few years 
ago, a man who was invalided from his work two to 
three months each Summer because of his feet, came to 
me for a fitting. He still needed convincing when I told 
him the trouble was in the fit of his shoes. He listened 
to reason and has never had any foot discomfort since. 
Now he brings his whole family in and INSISTS that 
they be properly fitted. 


THE extremely high instep is a problem child except 
in certain types of shoes. Either the shoe must allow 
suffigient room to prevent binding, or it must be fitted 
slightly longer to lift the pressure away from the instep. 
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CHAPTER VII: 


In the days when all shoe fitters carried button hooks, 
it wasn’t quite so much of a problem since the throat 
could be eased up with the hook. Now that practically 
all buttons have been “liquidated” it may be necessary 
to do this with a stretcher. In studying the lasts car- 
ried in stock it is well for the beginner to make a list 
of them and designate which lasts will fit the high instep. 

While we are on the subject of foot types, let us fix 
firmly in our minds that we never refer to a cus- 
tomer’s foot as a type. We are giving individual fittings 
to individual feet and we must refer to them as such. 
The word TYPE in shoe category is a trade designa- 
tion only and is confined to the shoe clinic. 

The feet of infants and children need particularly 
careful fitting. Parents will listen avidly now to words 
of advice on how their children should be fitted, since 
each pair of shoes will require a coupon. Perhaps this 
is the opportunity for which the shoe industry has been 
waiting to put across the idea of correct fitting for 
ALL children. 

A law has recently been introduced in the State 
Legislature of Massachusetts, requiring the examination 
by qualified persons of the feet of all school children 
including high school students. This legislation was 
sponsored by Dr. Joseph Lelyveld, chairman of The 
National Foot Health Council. Heretofore, the physical 
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Foot Types 












Shoe fitters must learn to examine and fit feet 
in a manner that will earn the respect of the 
medical profession. The fitter must decide by 
measurement the proper last for each foot he fits. 


examination of children covered nine points, but ex- 
cluded feet. With this initial start, feet may at last be 
given the attention they deserve—the same attention 
that is now given to eyes, ears, teeth, throat, nose and 
posture. 

Shoe fitters should be so well versed in practopedics 
that they can not only fit perfectly and correctively, 
but also can, if required, make these examinations in 
a manner satisfactory to the medical profession. Great 
strides have been made by the shoe industry in the past 
decade in the making, lasting, styling and fitting of 
shoes. The present standardization of lasts and styles 
may leave its imprint on the future. Today’s shoe 
fitters are going through the most interesting period of 
shoe history. Many of them will make their mark by 
the studied detail of every step from factory to ‘foot. 
Make the most of every opportunity to add to your 
professional knowledge. Study the correlation of foot 
nerves and ligaments with spine and body and incor- 
porate this knowledge in your corrective fitting for the 
betterment of your fellow men. 


Sell "Em 
WAR BONDS 
For FATHERS 


APPROVED by the U. S. Treasury Department, the 
father billion-dollar bond drive is being made the out- 
standing feature of Father’s Day promotion programs 
for this year. New York Times has created a Newspaper- 
Retailer advertising promotion to tie in with the bond 
drive, based on the idea “Father is buying bonds, you 
buy him gifts.” For these ads they combine a repro- 
duction of the official poster with sketches of a boy, a 
girl, and a third showing mother, son and daughter in 
a group, the text emphasizing “Daddy’s buying War 
Bonds for us. So we’re buying him things he wants for 
Father’s Day.” 
Another important feature, designed to dismiss any 
objection to Father’s Day in wartime, is the picture of 
General MacArthur and his Father’s Day message from 
ii Mitte Bar Penis, catsiel ty Babee Melbourne, which reads, “Nothing has touched me more 
Bohnert. It salutes all fathers, civilians and uni- deeply than the act of the National Father’s Day Com- 
formed men engaged in winning the war. “Fathers mittee. By profession I am a soldier and take pride in 


for Victory” is the name of the super committee oj ; ‘ 
33 million fathers concentrating their all upon that fact, but I am prouder, infinitely prouder, to be a 


winning the war. Poster sets distributed at cost father. A soldier destroys in order to build; the father 


by National Father’s Day C il, New York City. ‘ 
«con.» art ioe ane nnealalanc Ore: only builds, never destroys. The one has the poten- 


tialities of death; the other embodies creation and life. 
And while the hordes of death are mighty, the bat- 
talions of life are mightier still. It is my hope that my 


Window display by 
Stensgaard Associates 
of Chicago and avail- 
able to retailers at a 
fixed price. A similar 
idea can be developed 
your own displa 
department. Or _ in- 
quire of National 
Father’s Day Council. 
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by R. E. ANDRUSS 


DAY I943 


Fathers Will Be Selling Bonds and Buy- 
ing Bonds During Father Bond Month, 
May 20th to June 20th. Sell Your 
Customers Bonds and Stamps with 
Your Merchandise for This Event. 





Official Father’s Day War Stamp Boutonniere, ap- 
proved by the Treasury Department and issued by 
National Father’s Day Committee. In two sizes. 


son, when I am gone, will remember me not from the 
battle but in the home repeating with him our simple 
daily prayer ‘Our Father Who Art in Heaven.’ ” 

The bond drive plays up the “Son and Father” angle 
Dad buying an extra bond to help send an extra bil- 
lion dollars in fighting equipment to his son and his 
buddies. And if all the 33 million fathers in America 
join in, and buy just one small bond each, the million- 
dollar quota will be met. Another angle approved by 
the Treasury Department is the Fathers-for-Victory 
boutonniere—either $1 or 50c.—made up of red rose, 
blue ribbon and war stamps. 

The National Council for the Promotion of Father’s 
Day, Inc., has issued a special folder describing ten 
different sales aids, ranging from giant posters, regular 
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The Douglas MacArthur Father's Day message. 
This display can be made by your own display 
department. Show a picture of Douglas Mac- 
Arthur and blow it up to large size—30 x 40. 
Other sales dids are in a folder issued by Na- 
tional Council for Promotion of Father's Day. 


posters, and streamers, down to gummed stickers, ,all 
in four colors, using the official poster design, together 
with badges and other aids to a complete campaign. 
These are available at nominal cost. The Council has 
also prepared an outline of special suggestions for a 
cooperative city-wide program, and will award prizes 
for the best cooperative campaign. Last year resulted 
in a tie between Birmingham, Ala., and Fort Smith, Ark. 

One other idea that looks promising is that of having 
fathers adopt a “son for a day” from among soldiers 
or sailors in town at that time; or families adopting a 
“dad for a day” from among married men in the armed 
forces who may be on leave. USO approved the “adopt 
a soldier” plan. 

While the war theme is especially emphasized this 
year, the event still has its possibilities for the promo- 
tion of Father’s Day gifts in your store. Of course, the 
variety of gift items that you have available will decide 
what you can do promotionally, but try to arrange 
group gift selections at popular prices. Several pairs of 
socks and a boutonniere can be sold for $2.50 or more. 
And other groups, attractively packaged, will combine 
in effective displays. If you do not want to buy special 
paper, you can use your own wrapping and a sticker 
in colors for dummy packages to back up the opened 
packages showing the various combinations. This real 
gift appearance of appropriate suggestions is important; 
careless displays do not produce sales. 
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Effective June 1, a new and improved Boot and Shoe 



































Recorder rolls up its sleeves to implement the job of 


AON 


helping the American shoe industry meet its war- 
time needs. Changes and improvements include: 


“The Editor's Outlook”—T wice as much space in each 
issue for the trenchant and helpful editorials of 
Editor-In-Chief Arthur D. Anderson. 


Interpretation—An expanded program of news re- 
porting and interpretation with special emphasis 
upon discussion of the meaning and effect of the news. 


Merchandising Guidance — Detailed and definite 
answers to the shoe industry’s constant question of 
the day, ““What do we do now? How can we operate 


within wartime limitations?”’ 


Post-war Planning—The shoe industry is all-out for 
war, but the Recorder believes that the industry must 
also help win the peace. Post-war planning will re- 
ceive constant and expanded coverage in the new 





Recorder. 


Improved Physical Attractiveness — New dynamic 
war-dress, sheer bonus for both readers and adver- 
tisers, will increase the Recorder’s already-high 
readership and advertising visibility. 


Publication Schedule — Twice a month on the Ist 
and 15th. 
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you 


More valuable editorial content will make 
every issue of the new Boot and Shoe 
Recorder must reading for every subscriber. 
Reader interest will be keener than ever. 
Here is a made-to-order promotional oppor- 
tunity for every manufacturer and every 
service organization in the shoe industry to 
tie in with systematic and constructive adver- 
tising advertising that will enhance dealer 
good will, maintain brand consciousness, and 
build a solid foundation for the post-war era. 


Have you products and services that will 
help the industry today? Have you plans that 
will help the industry when it comes time to 
convert for peace? Present these ideas in 





your Boot and Shoe Recorder advertising, 






and everyone will benefit. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Time for Common Policy 


How are you making out on your ration banking? Are 
you already muddled and befuddled—that is the ques- 
tion! If you read with care the instructions on ration 
banking, Boot anp SHoE Recorper, March 20, Pages 
26A-26H, you should have full and complete informa- 
tion. 

Remember above all things—don’t overdraw your 
account—-don’t post-date a check. An over-drawn or a 
post-dated ration bank check is a serious Federal offense. 

Now let’s get down to cases. Merchants, large and 
small, find that there is confusion among manufac- 
turers as to when and how a ration bank check is to be 
sent to the factory. There are all sorts of methods used 
in this important—very important—banking system. 
Certainly it should not be difficult for manufacturers 
and wholesalers to evolve a common system of ration 
banking as it applies to the movement of goods to the 
retailer. We can appreciate the fact that we are in the 
first few weeks of ration banking and that in so many 
shoe businesses, the new record keeping ledgers and 
details are an extra burden to depleted bookkeeping 
staffs. But it is the law of the land and must be 
done. 

It is even, in a way, more important than money, for 
it carries with it the super-confirmation stamp of 
the United States Government that the goods have 
received the green signal and can go off to do their 
part in the foot-battles of the home front. 

There naturally are a few tolerances for ignorance 
in the first few weeks of so tremendous an undertaking 
of the verification of a merchant’s right to order goods, 
and a manufacturer’s opportunity to make them for 
him. But before long, there should be a standard for- 
mula for ration bank relations between merchant and 
manufacturer or wholesaler. 

As it is now, some factories demand a ration bank 
check with every order. 

In some cases, the orders are for make-up shoes with 
delivery date some months hence. 

In other cases, the ration bank check covers the order 
for immediate in-stock shipment. 

In still other cases, manufacturers are asking retailers 
who make weekly or very frequent orders, to have a 
deposit account on the factory ledgers against which 
shoes can be shipped. 
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Still other manufacturers notify the retailer just how 
many pairs of shoes have been allotted to him on that 
shipment, and request a ration check for the precise 
number. 

Merchants also have asked for refund checks covering 
the difference between the “expected” order and the 
actual shipment. So you see it’s super-duper book- 
keeping and should be regularized and legitimatized by 
some common policy of all manufacturers. 

When a store buys from quite a number of manv- 
facturers, the problems multiply. 

Some merchants already have used up their original 
quota of 50 per cent of standing inventory plus coupons 
received since February 7 and have had to apply te 
OPA because they have “gone in a hole.” Here and 
now, let us say OPA has been pretty reasonable and 
considerate after looking over the inventory situation. 
particularly in stores that are clogged up with low- 
priced footwear. 

Now, if ever, is the time for a good in-and-out 
system mutually agreeable to manufacturers and 
retailers large and small. 

The plight of the little retailer is “something for the 
books.” He sends orders to manufacturers and back 
come his original checks unwanted and almost unopened. 
Too many of these small stores are going to dry up for 
want of merchandise and that is a pity, for in isolated 
communities these small stores are the only normal shoe 
centers for the men, women, and children thereabouts. 
Of course, their plight is not one tied up with the ration 
banking system as such, but rather is something which 
we might term “the meek shall inherit the earth” —six 
feet of it. If these businesses have to go out of busi- 
ness, there is evidence of the breakdown of the demo- 
cratic system of retailing. The few shoes they need to 
satisfy their community wants are almost too trivial. 
say some organizations—to bother with the extra bank 
ration bookkeeping details involved. 

It is time for the manufacturer to put his house in 
order—just as much as it is important for the shoe 
retailer to spend a little more time and interest in the 
orderly placing of his orders and ration bank checks- 
for it stands to reason that it isn’t the function of the 
government, OPA or any other bureau, to regulate that 
which is the exclusive obligation of the merchant and 
the supplier in the distribution of shoes. 
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Arou to get 
your share of 
Ration 
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Men are thinking twice these days v Ma 
“a 


TO RETAIL AT 


$585 to $985 
MOST STYLES 
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before spending their ration r 
coupons. More and more they 
put their trust in names... 
brand names that have come to 
mean good, trustworthy products. 
You, as a Jarman dealer, have a 
very real asset in the name these 
fine shoes bear. Years of consistent 
national advertising; expert 
workmanship; distinctive 
friendliness of fit... all have 
contributed toward making 
Jarman a brand name that inspires 
confidence. Insure your share 
of future ration coupons by 

ONE OF 
constantly identifying your store JARMAN ’S NEW 
with the Jarman name—through “UWpne- Sand " 
window display, newspaper ads ; : - This illustration is from 


7 . e one of Jarman’s striking full 
and direct mail. During the Fall aa color ads in The Saturday 


Evening Post. 
season Jarman will continue its 
advertising in The Saturday 
Evening Post and Life... to build 
even more confidence in the 
Jarman name and direct buying 
traffic to your store. They buy 
the names they know—and 


Jarman is a name they know. 














LAST YEAR’S BONDS GOT US STARTED 





Last year saw nearly 30,000,- 
000 workers voluntarily buy- 
ing War Bonds through some 175,- 
000 Pay-Roll Savings Plans. And 
buying these War Bonds at an 
average rate of practically 10% of 
their gross pay! 

This year we've got to top all 
these figures—and top them hand- 
somely! For the swiftly accelerated 
purchase of War Bonds is one of 
the greatest services we can render 
to our country . . . and to our own 
sons .. . and our neighbors’ sons. 
Through the mounting purchase of 
War Bonds we forge a more po- 
tent weapon of victory, and build 
stronger bulwarks for the preserva- 
tion of the American way of life. 


“But there’s a Pay-Roll Savings 








Plan already running in my plant.” 

Sure, there is—but how long is 
it since you’ve done anything about 
it? These plans won't run without 
winding, any more than your watch! 
Check up on it today. If it doesn’t 
show substantially more than 10% 
of your plant's pay-roll going into 
War Bonds, it needs winding! 

And you're the man to wind it! 
Organize a vigorous drive. In just 
6 days, a large airplane manufac- 
turer increased his plant's showing 
from 35% of employees and 21/.% 
of pay-roll, to 98% of employees 
and 12% of pay-roll. A large West 
Coast shipyard keeps participation 
jacked up to 14% of pay-roll! You 
can do as well, or better. 

By so doing, you help your na- 


You've done your sit Now do your best! 


tion, you help your workers, and 
you also help yourself. In plant 
after plant, the successful working 
out of a Pay-Roll Savings Plan has 
given labor and management a 
common interest and a common 
goal. Company spirit soars. Minor 
misunderstandings and disputes 
head downward, and production 
swings up. 


War Bonds will help us win the 
war, and help close the inflationary 
gap. And they won't stop working 
when victory comes! On the con- 
trary—they will furnish a reservoir 
of purchasing power to help Amer- 
ican business re-establish itself in 
the markets of peace. Remember, 
the bond charts of today are 
the sales curves of tomorrow! 
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Inereased Attention 


Foeussed on Women’s Work Shoes 


As More and More Women Are Employed in Essential War Industries, 
the Question of Proper Work Shoes Becomes More Acute. Standard 
Specifications for Safety Toe Oxfords, Boots and Specially Con- 
structed Safety Types for Powder Plants Are Being Developed to 
Meet this Need. Shoes Now Available from Leading Manufacturers 
Include Many of these Features and Reach a Growing Market. 




















Right: Both functional and smart 
is this unlined safety oxford with 
flexible platform, sturdy re’an, 
chrome leather so’e. Available in 
tan elk with a 13/8 military heel 
or a wedge heel; in black elk with 
military heel. The heavy molded. 
plastic toe box can withstand an 
impact up to 350 pounds. From 
M. J. Saks Shoe Corp. 

















LITTLE by little the attitude toward fune- 
tional shoes for women in war industries is 
changing. Personnel managers, safety engi- 
neers and the workers themselves are waking 
up to the need for these shoes. Foot special- 
ists called in for consultation by the more 
progressive plants report bad cases of fatigue 
and strain resulting from wearing the wrong 
kinds of shoes and improperly fitted shoes on 
the job. They are finding that the danger 
from accidents due to unsuitable footwear is 
only one reason why every woman war worker 
must be properly shod. And aside from all 
humane reasons, skilled labor is too valuable 
to be wasted in avoidable accidents and ill- 
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nesses. More vigor must be put into improv- 
ing present conditions and the shoe retailer 
can have a big part in this change. 

Just as vital as the right shoe is the correct 
fit. Some plants, realizing that they do not 
have the facilities for accurate fitting, are 
doing either one of two things. They are send- 
ing their workers to specified stores carrying 
approved shoes or they are arranging to have 

[TURN TO PAGE 28, PLEASE] 


Upper left: Two practical low heel 

work shoes. Both shoes from the 

Victory Factory of the Endicott- 
Johnson Corp. 


Below: Broad tread, low heel. 
sturdy sole and strong protective 
toe box make this plain toe elk 
finish oxford a functional, com- 
fortable occupational shoe. From 
Gold Cross Shoe Co. This weld. 
er’s boot has a toe box able to sup- 
port 500 pounds pressure. Its extra 
mid-sole cushions the feet from 
fatigue. Made by the James Shoe 


Manufacturing Co. 




























These girls from the cast 
of the current Broadway 
hit, “Oklahoma,” find 
Rockabye Clogs comfort- 
able to wear to work and 
bi back-stage between acts. 
4} They like their lightness 
and arch-fitting comfort 
and thev like saving 
their leather shoes—and 
coupons—for more for- 
mal occasions. 


































“Rockabye,” new arch-fitting clog, is made of 
light weight highly polished wood. From 
Annador Mig. Co. 


lr you're looking for extra sale items for your early 
Summer windows something bright and new and un- 
rationed—this rocker bottom clog is one of your 
answers. Girls will love it. They will wear it in season 
and out of season because they like it and because it 
saves their other shoes. (Incidentally, all the pretty, 
informal, unrationed footwear worn this Summer will 
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New Wooden Clogs 
| Gay Note for Summer 


A Wooden Sole Shoe that Does Not Clat- 
ter, but, Instead, Rocks Gently into the 
Summer Shoe Scene, Is a Welcome Idea 
for that Extra, Non-Rationed Pair. Its 
Rocker Bottom Has Been Shaped for 
Comfort and Grace and Its Multi-Color 
Lacings Can Be Changed for Other Com- 
binations. For Informal Summer Wear, 
There Is No Question of the Rightness of 
Wooden Sole Shoes. 


be helping the government’s conservation program.) 
And girls will like these clogs because they will find 
the rocker bottom easy to walk in. They will enjoy the 
fun, too, of being able to run different color lacings 
through the loops along the edges of the soles. 

Their mothers will find them cool and pretty to wear 
around the house, out into the garden and down on the 
beach. They will like the snug fit of their shaped arches, 
their lack of clatter and their insulation against hot 
pavements. 

For eight years a last-maker has been working on this 
sole, shaping it to follow the curves of the foot. He has 
used poplar, bass and buttonwood, polished to a satiny 
finish for these soles. A patent on the process of apply- 
ing the upper to the sole is pending. A copyright is also 
pending on the design of the shoe. 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip- 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to a 


CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


@ Reduced wear and breakage 
®@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


Oil IS AMMUNITION — USE IT WISELY — BUT USE IT! 


BC TAKE GOOD CARE OF WHAT YOU HAVE 


lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Moke oi! your 
Ammunition. 
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That's the Record of Fred F. Dickelmann, 
Seventy-Year-Old Shoe Fitter at T. A. 
Chapman Co., Milwaukee. Mr. Dickel- 
mann Maintains That the Important 
Part of Selling Shoes Is to Gain the Cus- 
tomer's Confidence. You Can Then Make 
Sure of Complete Satisfaction in the 
Shoes You Sell. 


While one of his customers looks on, Fred Dickelmann 
pokes up the fire in the 58-year-old fireplace which 
has warmed women shoe customers of the women’s shoe 
department at T. A. Chapman Company since the 1880's. 


Thirty Years of Selling Shoes 


“GAIN the customer's confidence” has been the first 
rule during 30 years of shoe selling for 70-year-old 
Fred F. Dickelmann who is still satisfying his large 
and fashionable clientele in the women’s shoe depart- 
ment of Milwaukee’s T. A. Chapman Co. He has fitted 
shoes to mother, daughter, granddaughter, and even 
great-granddaughters of the same family. From genera- 
tion to generation they come to Mr. Dickelmann to sell 
them what they want. 

Mr. Dickelmann remembers the day before rapid 
transportation when he traveled through Wisconsin 
towns selling-shoes to entire families who crowded into 
his rented hotel parlor to place an order for the latest 
in footwear. Although shoe styles have gone through 
revolutionary changes since that time shoe salesmanship 
is still essentially based on the right shoe for the right 
foot, occasion and costume, he maintains. 

“Observe your customer, listen to her and study the 
type of foot she has,” are the three points Mr. Dickel- 
mann advises all shoe men to follow. 

“She may tell you not only the kind of shoe she wants 
but also some of her foot troubles. The customer nearly 
always welcomes suggestions by the salesperson as to 
the type of shoe she should wear. It helps to notice how 
the customer dresses, how tall she is, whether she is the 
feminine or tailored type, and what style of shoe she is 
wearing,” he continued. “For example, short women 
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Mr. Dickelmann poses for his picture outside of his 
home. Shown here with him is Mrs. Dickelmann. 


usually wear high heels while taller women prefer low 
heels.” 

The woman who squeezes her foot into a dainty but 
small pair of shoes is disappearing. This~ means -it is 
increasingly important that the salesman know how to 
give her the right shoe for the right type of foot. After 
loosening the stocking at heel and toe, the careful seller 
takes the longest and widest measurements of both feet 
on his handy measuring stick. This precaution avoids 
one tight shoe if one foot happens to be longer or wider 
than the other. [TURN TO PAGE 30, PLEASE | 


Boot and Shoe Recorder 























sS~-. 


BE 





ike 














ae 


BETTER THINCS 


Shoes pictured through the courtesy 7 


of Florsheim Shoe Company 
Chicago, Iil., and New York, N.Y. 


ROM New York to San Diego. Or from Miami to 

Seattle. That’s the distance your average customer 
walks a year, according to the latest statistics. 18,098 
steps, 01 776 miles aday—and Man, that’s a lot of terri- 
tory! No wonder women are particular about the shoes 
they buy, insist on shoes that will stand rough treatment. 

You've probably noticed, since shoe rationing, your 
customers have become fussier. Here’s how to please 
them: Show them shoes with Scuffless “PYRAHEEL” 
plastic heel covering. “PYRAHEEL” is no “mushroom” 


Stas 
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FOR BETTER LIVING 





“PYRAHEEL” 






heel covering—it established its reputation long before 
shoe rationing began—today it is more important than 
ever. For “PYRAHEEL” stands up under rough treat- 


ment. It resists scuffs . .. scars... scratches .. . gashes. 
Will not fade or stain, and it cleans quickly. 
“PYRAHEEL.” is available in all shoe-rationed colors. 
Identify it by its clear, rock-like ring when tapped with 
a metal shoe horn. For sales that build confidence — 
sell Scuffless “PYRAHEEL.” E. I. du Pont de Nemours 


& Co. (Inc.), Plastics Dept., Arlington, N. J. 


«5 parort 


“PYRAHEEL” 


REG. U.S. PAT. OFF. 


THROUGH 


% That’s why she needs 


shoes with durable 





CHEMISTRY 











STERLING LA ST CORP, 


TA Of Liaits 


dé 








Increased Attention 
On Women’s Work Shoes 


[CONTINUED FROM PAGE 23] 


expert fitters from the store come to 
the plant on appointed days. In either 
case, the worker is bound to be given 
special attention by that store/and the 
result will be seen in improved comfo:t, 
health and efficiency at the job. 

One manufacturer of a widely ac- 
cepted work shoe considers accurate fit 
so important that he sells his shoes only 
through retail stores. This point of view 
is logical and one that the shoe retailer 
can develop to his own advantage. But 
it is up to him to follow up this business 
with the local war plants. From every 
angle this is an important part of his 
business today—from a patriotic angle 
and for the sake of developing good will 
and increased sales for his store. Don’t 
forget that workers in essential indus- 
tries are entitled to “relief” from OPA 
for extra shoes for work. 


Women Make Good 


In Shoe Store 


SAN ANTONIO, TEX.—One year ayo 
J. B. Zimmerman faced the tough prob- 
lem of how to get and keep salesmen. 
In common with most large shoe stores, 
the Zimmerman store was rapidly los- 
ing trained salesmen to the Army and 
other government agencies. 

The Zimmerman store occupies the 
street floor and the second floor of the 
Maverick Building on Houston Street 
in downtown San Antonio. The grow- 
ing shortage of help showed that some- 
thing would have to be done, and. done 
quickly. Mr. Zimmerman says: “I had 
an idea that women would never make 
good in selling shoes. Prejudice? Not 
exactly. I had seen other merchants 
try the idea and the result was usually 
a miserable failure. True, I did have 
one woman in our juvenile department 
who had been with us ever since I first 
opened this store ten years ago. Her 
sales compared very favorably with 
the men in that department. I had al- 
ways regarded her as the exception 
which proves the rule.” 

Mr. Zimmerman determined to find 
out whether or not she was the excep- 
tion. Within a short time he had em- 
ployed six new girls in the juvenile 
department. The veteran sales gir! 
with ten years’ experience, and two 
or three well trained salesmen did their 
best to teach the new recruits as rapidly 
as possible. 

Mr. Zimmerman is more than pleased 
with the results. These six girls with 
only one year of experience can suc- 
cessfully handle the most dispriminat- 
ing customers. 

The fact that Mr. Zimmerman has, 
during the months of his experiment 
in the juvenile department, employed 
women in other departments is good 
proof that he is well pleased with wo- 
men as floor salesmen. 
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Correct Shoes for Women War Workers 


Continued from an Article on Page 15 of the 
May 8th Issue of Boot and Shoe Recorder 


The most significant features of a 
woman’s work shoe consist of the last, 
heel, fitting, construction, orthopedic 
features, safety features, materials and 
style. 

Last: One of the most important fac- 
tors. If the last isn’t right, the fit can’t 
be right. Perhaps the best type of last 
is high-walled on the sides with a full, 
high-roofed toe box. This allows foot 
freedom and eliminates friction and ir- 
vitations (corns, calluses, ingrowing 
nails, etc.). The industrial worker must 
be nimble of foot. A slip may mean 
loss of limb or even life. Only a correct 
foot-conforming last can give foot free- 
dom. You can’t compensate for a poor 
last with a different size. The wrong 
last will cause the shoe to go out of 
shape, a hazard in itself. Also, a shoe 
too large (more often due to last than 
fit) opposes foot efficiency. 

Retailers can and should add their 
ideas and experience to those of the 
manufacturer and last maker so that 
these specialized lasts will be more 
accurately foot conforming. 

Heel: Higher than 12/8 is out. The 
8/8 is best. It is not only height but 
breadth of heel base that counts. An 
insecure heel height or base is a dan- 
gerous hazard. Many women’s indus- 
trial accidents are caused by higher 
heels. The heel should be of leather 
with rubber or rubber composition 
covering at the base, not only for 
resiliency but for precaution against 
slipping. 

Fitting: Usually the woman’s work 
shoe should be fitted a half to full size 
longer and a width wider than the 
ordinary size taken. She wears a heav- 
ier stocking or ankle sox. Also, she 
needs more foot freedom on the job. 
But an excessively large shoe is as 
much of a hazard as a tight one. 

Construction: A sturdily constructed 
shoe is a must in these types. The 
work shoe must take more abuse than 
the ordinary shoe. It has to resist the 
effects of heat, abrasion, oil, water, 
dampness, etc. Solid construction is 
necessary to take this constant punish- 
ment. 

Orthopedic features: This shoe 
should not be stuffed with foot health 
“aids.” The stock shoe may have a 
metal shank-piece, not as a “support” 
but to help keep the shape of the shoe. 
Feet differ too greatly to attempt arch 
support with a stock shank-piece. How- 
ever, a small arch pad or cookie may be 
used as a preventive against foot 
fatigue. 

A heel cushion or cushioned heel 
seat is very helpful where long stand- 
ing or walking is required. A meta- 
tarsal pad is better inserted by the 
retailer than used as a stock feature in 
all shoes. 

A firm, good quality counter is im- 
portant for a solid grip on the heel to 
insure stability—a counter that will 
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not wilt or buckle under stress, heat 
or dampness. 

Safety features: The metal or plas- 
tic toe box resists falling weights and 
protects the toes from injuries. Every 
woman’s work shoe should have this 
feature, for toe injuries rank very 
high in the accident list. 

Work shoes should be waterproof. 
Also, the shoe should fit snugly around 
the ankle. It is here, where the shoe 
often gaps at the sides, that particles 
of hot metal fall into the shoe causing 
severe burns. Some shoes have an elas- 
tic binding to give snug fit in this 
section. 

The sole (leather or any durable 
composition) should be roughed or 
“treaded” to prevent slipping. 

Materials: The best all-round mate- 
rial is a soft but sturdy leather which 
will provide the necessary durability, 
porosity and pliability. Materials 
should have great resistance against 
shrinkage (under heat or dampness), 
heat retention and loss of shape with 
wear. 

Style: The four-eyelet oxford leads. 
Pumps and straps are not practical. 
The sandal is too light and open. De- 
sign is largely up to the manufacturer 
or stylist. However, there is not much 
room for “novelty” or extremes in this 
shoe. Fancy design on a work. shoe 
reduces its practical appeal. As one 
woman worker voiced it: “If it don’t 
look practical, it ain’t practical.” 

The retailer intent upon going after 
the woman’s work shoe business must 
set his own sales campaign in motion. 
Remember, you are pushing a relative- 
ly new product. You have to introduce 
it and put it over. How? Go straight 
to the women in the war plants and 
factories and shipyards. Advertise in 
the factory newspaper; distribute hand- 
bills to the women outside the gates at 
quitting time; approach the manage- 
ment or plant doctors or safety engi- 
neers and propose sales campaigns of 
women’s work shoes. They’ll help you, 
for these shoes reduce accidents. Re- 
duced accidents mean savings for them 
and profits for you. 

The woman’s work shoe has a great 
and permanent future. Industry will 
continue to boom after the war to sup- 
ply and help reconstruct a war-torn 
world. Womanpower as well as man- 
power will be needed in industry. This 
means work shoes for both men and 
women. These millions of women rep- 
resent a huge, profitable market. 

Right now perhaps less than 2 per 
cent of all women industrial employees 
are wearing what might properly be 
called a work shoe. The vast majority 
—98 per cent—are wearing out their 
old shoes on the job—shoes not at all 
suited for hard, hazardous work. This 
tremendous potential market is at your 
doorstep. Any aggressive retailer can 
cash in on it. 








WHY YOU CAN EARN MORE 
OPERATING A 
HEALTH SPOT SHOE SHOP 


(1) Liberal profit-sharing plan 
gives you a share of the 
profits in addition to your 
salary. 


(2) The growing demand for 
Health Spot Shoes and the 
resultant increase in volume 
in Health Spot Shoe Shops 
is reflected in bigger earn- 
ings for operators. 


Many of the top-notch operators 
enjoying the full benefits of the 
profit-sharing plan are men who 
have devoted their entire ca- 
reers to retail shoe selling but 
never before had an opportunity 
to advance. 


Many of these men admit frank- 
ly that they did not know it 
was possible to earn so much in 
a retail shoe store without mak- 
ing an investment. 


In order to “cash in” on this 
profit-sharing plan. yoy should 
be a good fitter with the ability 
to develop customers so that 
they will become permanent 
buyers and recommend Health 
Spot Shoes to others. 





Mr. Marvin Harr 
MANAGER 


HEALTH SPOT SHOE SHOP 
526 Pierce Street 
Sioux City, lowa 


Stepping into the ranks of suc- 
cessful operators early in his 
association with the Health 
Spot organization, Mr. Harr 
proves that ability is well re- 
warded. 


MEN WANTED 
Send for an application blank 
today. 
HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Issues Ration Summary on Athletic Shoes 





Office of Price Administration Prepares Memorandum for 
Special Information and Guidance of Dealers 


Specializing in 


WASHINGTON, D. C.—For the special 
information of athletic shoe dealers, 
the Office of Price Administration has 
prepared a memorandum explaining 
how to buy and sell athletic shoes under 
the rationing regulations. In addition 
to general requirements affecting ail 
members of the athletic shoe trade, this 
information includes answers to ques- 
tions that have been raised by dealers 
who want a clear picture of their re- 
sponsibilities so that they can give 
their customers a better understanding 
of the rationing system. 

The shoe ration order covers athletic 
shoes as well as other types that use 
critical materials—all these shoes are 
a part of the Nation’s war-time shoe 
supply that must be conserved and dis- 
tributed fairly. Therefore, all athletic 
shoes are rationed and can be bought 
and sold only on the exchange of shoe 
ration currency. Such types as the fol- 
lowing shoes are affected . . . baseball 
and softball shoes; track and field 
shoes; field hockey shoes; bowling 
shoes; boxing, fencing, wrestling, gym 
shoes; football shoes; soccer shoes; la- 
crosse shoes; basketball shoes; tennis 
and badminton shoes; golf shoes; camp- 
ing shoes; skating shoes, both ice and 
roller . . .. in fact, athletic shoes of 


Athletic Types 


all types and descriptions are rationed, 
with these conditional exceptions only: 

Not rationed: any of the following 
shoes that were manufactured, pack- 
aged, and shipped from the factory be- 
fore April. 16, 1943: ski and skating 
shoes; locker sandals and bathing silp- 
pers; shoes with a fabric upper and a 
rubber sole (gym, tennis shoes, and 
some basketball shoes). Shoes of these 
types were released from rationing on 
February 25. The April time limit ap- 
plies only to the date these certain 
types of shoes were made, packaged, 
and shipped. All shoes so released be- 
fore April 16 and in the hands of re- 
tailers and wholesalers, remain unra- 
tioned as long as any continue in stock. 
However, any such shoes shipped from 
the factory after April 15 must be 
marked (by the manufacturer) with 
the date and are rationed—from the 
manufacturer to jobber to retailer to 
consumer. 

For the benefit of many retailers 
who sell athletic footwear, but whose 
principal business is sporting goods or 
merchandise other than shoes, the 
memorandum reviews the rationing reg- 
ulations and requirements in general 
and includes a question and answer 
section covering many important points. 





Thirty Years of Selling Shoes 


[CONTINUED FROM PAGE 26] 


Although the American foot tends to 
be high and narrow, no two feet are 
alike. Commonly there are the short, 
wide, fleshy foot and the long, narrow, 
thin foot, each of which requires dif- 
ferent types of shoes. Any pressure on 
the top must be prevented in fitting 
feet with sensitive insteps. Adequate 
length is especially important for those 
with unusually flexible feet. Although. 
every foot elongates when pressure is 
put upon it, some stretch as much as 
half an inch, stressed Mr. Dickelmann. 

Free action of toes demands varia- 
tions in the toe shapes for the narrow 
or wide, long or short, and square or 
rounded toes. Corns, bunions, and in- 
grown nails must be considered, too, if 
the customer is to have a comfortable 
shoe. The heel must be wide or narrow 
enough to rest easily on the heel of the 
foot, and it should also conform to the 
curve of the heel. This curve may be 
in a straight line with the leg, or it 
may turn in or away from the leg. 

Ball fit, more important than any 
other measurement, varies with wide, 
average, and narrow balls. Because 
the ball surrounds the sensitive joints 
of the metatarsal bones and is the base 
on which the weight is borne, the shoe 
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must fit the ball correctly. The waist of 
the shoe, that section which connects 
the ball and heel, should hold the high, 
medium, or low arch snugly to the foot 
in order to prevent the foot from push- 
ing forward in the shoe. For support- 
ing weak arches, steel supports and 
other remedial features built right in 
the shoe should be suggested to the cus- 
tomer. The salesperson should cushion 
the shoe by padding any places that 
come in contact with callouses, blisters, 
or enlarged joints. If the customer com- 
plains about the stiffness of the shoe, it 
should be stretched. 

Mr. Dickelmann recalled that about 
30 years ago, when there were fewer 
styles and only the essential colors to 
choose from, women bought more shoes 
at one time more quickly. Shoes were 
also less expensive then. However, 
“take your time” always has been an 
important sales factor, as a well-fitted 
customer will come back to the sales- 
man who has sold her what she wanted. 
Patronized by the leading socially 
prominent families in the Milwaukee 
area for more than a quarter of a cen- 
tury. Mr. Dickelmann has proved the 
value of patient shoe selling. 

Rationing has increased the necessity 





of finding the shoe which may be ap- 
propriate for several occasions. After- 
noon and evening wear, street wear, 
home and sport wear were the com- 
mon occasions which demanded differ- 
ent kinds of shoes in pre-war America. 
Today one pair of shoes may have to 
serve for afternoon and evening wear 
and perhaps for street wear, too. 

Pumps, most popular with the active 
American woman, will remain in style 
because they look well with tailored 
suits as well as with more feminine 
dresses for afternoon and informal 
evening wear. Mr. Dickelmann esti- 
mates that over half of the pumps he 
selis are toeless and one-fourth are 
both heelless and toeless. 

In order to please the customer more 
easily, it is advisable to ask with what 
costume the shoe is to be worn. Since 
footwear necessarily will become more 
conservative in color and style, many 
women will depend on shoe accessory 
combinations to bring interest into their 
costumes. The shoe man should suggest 
gloves, scarfs, millinery, handkerchiefs, 
or lapel pins which will either match 
or contrast with the shoes he has sold 
his customer, Mr. Dickelmann advised. 

“Even though the price of shoes is 
higher and the type of shoes are more 
varied than those available to women 
three decades ago, shoe selling is still 
basically winning the confidence of your 
customer and giving her what she 
wants in a well-fitted, quality shoe,” 
concluded Fred Dickelmann. 





Second Run on Play Shoes 


HousTon, TEXAS.—Since the fifteenth 
of April, shoe stores have been ex- 
periencing a second run on play shoes, 
caused, it is thought, to the publicity 
released from Washington to the effect 
that all shipments of play shoes from 
factories after that date would require 
a coupon for purchase. A few of the 
stores here had on hand broken lots 
of non-rationed styles, but most of 
these have been sold out since play 
shoes were exempted from rationing. 
Paul’s Shoe Store, for instance, had 
sold out within three hours after open- 
ing during that first run. In most 
cases, however, during this second run, 
the rationed product was purchased 
when the non-rationed was aot avail- 


able. 





Daniel J. Ahearn 


FRAMINGHAM, Mass. — Daniel J. 
Ahearn, shoe retailer in this city for 
more than 30 years, died recently at 
his home following an illness of severa! 
months. He was born in England in 
1870 and came to this country when 12 
years old. He joined the George W. 
Fowler shoe store, and on the retire- 
ment of Mr. Fowler he acquired owner- 
ship of the business. He retired five 
years ago. 

He was a trustee of Framingham 
Public Library and was a prominent 
member of the Knights of Columbus. 
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Fe nagab IN LEADERSHIP. More Fortune Shoes 


are sold by independent retailers than any other brand in 


FORTUNE 5 


First IN ADVERTISING. Fortune was the 


7 brand in its price field to be nationally advertised. 


Fortune is first today in national advertising—the kind that 
sends men with ration coupons to your store. Fortunes will 
be first next Fall, with national advertising in Collier's and 
Life. 


First | N VA L U E . Inarecent survey of retailers 


from coast to coast Fortune was voted the leading brand in 
its price range for value. 































Fort IN STYLE . In the same survey leading 


retailers throughout America voted Fortune first in its price 
field for style. 


BE ON THE LOOK QUT for your Fortune represen- 
tative. He will be calling on you soon with the new For- 
tune line for Fall. 


RICHLAND SHOE COMPANY-NASHVILLE-TENNESSEE 


A DIVISION OF GENERAL SHOE CORPORATION 


-~-—-—------7 
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SOME STYLES HIGHER 






Style No. 6100, to 
be illustrated in one of 
Fortune’s advertisements in 
Collier’s next Fall. 
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@ Recorder Reports to the Industry 


A REGULAR SERVICE 10 Yo 


Capital. 








For the past three years the Recorder 
has said to the industry “Keep Your Eyes 
on Washington,” and to help them do so, 
it has brought them each week a clear, 
concise, professional report on what is 
happening in the National Capital. These 
features originate in the Washington 
office of Boot and Shoe Recorder and 
are the work of L. W. Moffett and Donald 


Browne. 


Today, Shoes and Leather are so im- 
portant to the war effort that they, of all 
articles of apparel, have been rationed 
first... And today the Industry turns first 
to Boot and Shoe Recorder for informa- 
tion on happenings in Washington and 
for simplification of the many orders and 


BOOT A N D 


ABP A Chilton 


100 EAST 42nd STREET 


L. W. MOFFETT % 
Boot and Shoe Recorder's 3 oe I 
Washington Veteran Re- 
porter since 1921, his 
trained mind and eyes 
are on the alert for news 
of shoes in the National 


\ 
DONALD BROWNE [ 
native Washingtonian, . 

has served the Recorder Try 
since 1941, oe 


SHOE 





directives which government agencies 
issue weekly. Because it is carefully edited, 
easily understood and is entirely free from 
conjecture and speculation, Recorder 
readers know that this service brings them 
the dependable information they need, as 
fast as itis mechanically possible to do so. 


“Recorder Reports To The Industry” 
is the type of service that builds reader- 
ship and makes the Recorder the best read 
of all business papers for the Shoe and 
Leather industries. It is typical of its 
many other services, Fashion, Fitting, 
Merchandising and News, together they 
make Recorder advertising pages “best 
read,” too... A point to remember in 
making your advertising schedule. 


RECORDER 


Publication ABC 


-- - NEW YORK CITY 
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THIS WEEK IN 


eNATIONAL NEWSe 


SHOE TRADE 


Propose Point Rationing System for Shoes 





Boston, Mass.—A point system of 
rationing which, insofar as its effect on 
dress shoes for men, women and boys 
is concerned, would increase the num- 
ber of low-cost shoes per individual per 
year and decrease the number of high- 
priced shoes has been submitted to the 
Office of Price Administration in Wash- 
ington by the New England Shoe and 
Leather Association. Although individ- 
ual members of the association and 
some others in the trade have advocated 
a point system for some time, this is 
the first detailed plan to be made pub- 
lic which has the official backing of the 
association. 

The plan, as described in a memoran- 
dum presented Paul M. O’Leary, OPA 
Deputy Administrator in Charge of 
Rationing, includes the following pro- 
visions: 

“1. For the year June 15, 1943-June 
15, 1944, each consumer would be al- 
lowed 16 points to purchase any ra- 
tioned footwear. . 

“2. Any one vertical column—say F 
of the red stamps—in Ration Book 3 
would be specified for these shoe pur- 
chases. The four coupons read: F-8 
points, F-5; F-2; F-1. 

“3. Set up separate shoe classifica- 
tions by types of shoes and price ranges, 
assigning a specific number of points 
to each price group within a classifica- 
tion depending on the price — which 
should be synonymous with value of 
materials and walking mileage. For 
example, for the major type of shoes, 
we propose the following classifications 
and point values: 

“Men’s Dress, Boys’ and Women’s 
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New England Shoe and Leather Association Submits Plan to 
OPA—Number of Pairs Permitted Would Be Based 
on Retail Prices of Shoes Purchased 


Shoes—16 points for 12 months, June 
15, 1943-June 15, 1944. 

“Grade A—Shoes Retailing Under 
$3.50—4 pairs—4 points per pair. 

“Grade B—Shoes Retailing $3.50- 
$6.50—3 pairs—5 points per pair. 

“Grade C—Shoes Retailing over $6.50 
—2 pairs—8 points per pair. 

“Men’s Work and Safety Shoes—All 
Grades—4 pairs—4 points per pair. 

“Children’s—Up to Size 3. 

“Grade A—Shoes Retailing $2 and 
Less—4 pairs—4 points per pair. 

“Grade B — Shoes Retailing Over 
$2.00—3 pairs—5 points per pair. 

“Infants’. 

“All Grades—4 pairs—4 points per 
pair. 

“4, This plan should also propose 
that the coupons of any member of a 
family can be interchanged for any 
type shoe—thus retaining one of the 
best features of the present order.” 

“This plan,” says the memorandum, 
“is presented as a practical suggestion 
only, as the simplest and most work- 
able we could devise, and we feel con- 
fident that the experts in the rationing 
division can make the necessary changes 
and refinements to perfect a workable 
point-value plan for rationing shoes.” 

In setting forth the arguments in 
favor of this plan, the memorandum 
points out that since the advent of shoe 
rationing there has been a sharp de- 
crease in the sales of lower grade mer- 
chandise at the retail-wholesale level 
and the manufacturers’ level as well; 
that women’s high-style footwear re- 
tailing under $4 per pair has been ad- 

[TURN TO PAGE 48, PLEASE] 


Shoe 
News 


SATURDAYe 
MAY 15, 1943 © 


E. C. Huth Commissioned 


MILWAUKEE, Wis.—Edward C. Huth, 
president and treasurer of Huth & 
James Shoe Company, has been com- 
missioned lieutenant, senior grade in 
the U. S. Naval Reserve. Lt. Huth will 
report for duty shortly at the Navy 
Supply Corps School at Harvard Uni- 
versity. In World War I he attended 





EDWARD C. HUTH 


Officers’ Training School at the Uni- 
versity of Chicago in the Fall of 1918. 

Lt. Huth is being granted a leave of 
absence from the business for the dura- 
tion. His duties, already simplified 
by conditions and restrictions prevail- 
ing in the industry, will be taken care 
of by his associates, principally E. J. 
Beckmann. 





Shoe Man Inducted 


PRINCETON, IND.—Bill Held, son of 
Adam D. Held, and a member of the 
firm of Adam D. Held & Son shoe store 
here, was inducted into the Army re- 
cently. 


33 


™“. 7s 
= a ~ 


“ - ~ . 
Oe gen tego 






















































os ences Se 


ae 


—— _—__ ______ 


















ss et ee ee 





9 


~~ 


+ 
ea 








March Shoe Production Off 10.4 Per Cent 





Total of 41,711,887 Pairs Is Below Figure for February, and 
8.3 Per Cent Lower than Production in 
March a Year Ago 


WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for March 1943 totaled 41,711,- 
887 pairs, 10.4 per cent higher than 
production for February 1943 and 8.3 
per cent lower than March 1942, accord- 
ing to a monthly release by Depart- 
ment of Commerce, Bureau of the Cen- 
sus. Total production for January 
through March this year was 117,012,- 
694 pairs, 7.1 per cent below that for 
the same period a year ago. 

Total production for March of gov- 
ernment shoes, including dress and 
work types, as well as 175,140 pairs of 
women’s shoes amounted to 4,090,159 
pairs, compared with 4,001,555 pairs in 
February of which 61,616 pairs were 
women’s shoes. Production of these 
shoes in March 1942, not including wo- 
men’s shoes, amounted to 2,953,962 
pairs. Production for the first three 
months of 1942, including 343,839 pairs 
of women’s shoes, came to 12,004,563 
pairs, compared with 7,528,363 pairs 
for the same period last year. No wo- 
men’s shoes were included in this latter 
figure, however. 

Men’s shoe output for March reached 
7,801,605 pairs, compared with 7,235,- 
346 pairs in February and 9,624,970 
pairs in March a year ago, including 
both dress and work types. A total of 
22,122,455 pairs were produced in the 
first three months of 1942, 23.3 per cent 
below the figure for the same period in 
31942. 

Production of youths’ and boys’ shoes 
for March came to 1,501,957 pairs, 


‘ higher than the figure of 1,480,522 


pairs which were produced in Feb- 
ruary and also that of 1,474,482 pairs 
which were produced in March of the 
previous year. Total production for the 
January through March period this 
year amounted to 4,612,213 pairs, 7.4 
per cent higher than the figure for the 
same period a year ago. 

Women’s shoe production for March 
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came to 16,062,239, higher than the 
February production of 14,243,799 
pairs, but lower than the March 1942 
production of 18,281,676 pairs. Total 
for the first three months of 1943 came 
to 44,801,808 pairs, 9.4 per cent below 
production for the same period a year 
ago. 

Misses’ and children’s shoe production 
amounted to 2,966,239 pairs in March, 
slightly higher than the February out- 
put of 2,797,399 pairs, but a drop from 
the 3,810,132 pairs which were produced 
in March 1942. Total for the January 
through March period this year came 
to 8,536,275 pairs, a drop of 25.4 per 
cent from the number produced in the 
same period in 1942. 

Production of infants’ shoes in March 
was 2,283,117 pairs, higher than the 
figure for February of 2,018,652 pairs, 
but slightly lower than the 2,340,288 
pairs which were produced in March of 
1942. Total for the first three months 
of 1943 amounted to 6,397,053 pairs, 
0.8 per cent lower than the figure for 
the same period of 1942. 





Annual Banquet Planned 
By 210 Associates 


Boston, Mass.—The 210 Associates, 
Inc., announces that its sixth annual 
banquet will be held this year on the 
evening of June 16 at the Statler Hotel; 
that the highlight of the evening will 
be the presentation to the American 
Red Cross of a fully equipped kitchen 
canteen for use by the armed forces; 
and that the net proceeds. of the oc- 
casion will, as always, be added to the 
association’s relief fund which covers 
the shoe, leather and allied industries. 
It is hoped that the mobile canteen will 
be delivered in time to permit its dis- 
play in the hotel lobby prior to the 
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banquet and entertainment program. 
For the first time in the history of the 
erganization, women will be invited to 
attend. 

The following committee, appointed 
by President T. Kenyon Holly, is in 
full charge of arrangements: 

A. A. Bloom, chairman; A. E. Gor- 
don, W. Reinstein and B. Rubin, vice 
chairmen; and E. Alberts, H. Aronson, 
H. Auerbach, J. D. Auerbach, S. Barr, 
A. W. Berkowitz, A. S. Burg, A. A. 
Cerf, U. J. Dacier, D. J. Danahy, J. 
Freidson, E. A. Goodman, L. Heller, 
C. H. Jacobs, L. C. Jacobs, N. P. Lyons, 
J. W. Macpherson, F.’ B. Masterson, 
D. Myerberg, M. Rosenston, J. Sandler, 
A. Schachat, H. Snider, B. Stone and 
J. Vogel. 


Cautions Against 


Inferior Quality 


Boston, Mass.—Warning that the 
sale at exorbitant prices of non-rationed 
footwear soled with inferior synthetic 
material “is bound to lead to more gov- 
ernment regulations and will undoubt- 
edly refiect unfavorably on the shoe in- 
dustry’s reputation,” the New England 
Shoe and Leather Association this week 
called on all manufacturers of these 
types to watch their step. 

“The major consideration which 
every shoe manufacturer must face,” 
the association pointed out in a press 
release, “is the wearing quality, under 
ali weather conditions, of the synthetic 
sole which he is going to use on his non- 
rationed shoes. Every company owes it 
to their present and future reputation, 
as well as to their ability to remain in 
business for the duration and after, to 
sell only a product which will give their 
buyers and the consuming public hon- 
est value for their purchase dollar, 
which will not be made of shoddy or 
inferior fabric uppers, which will have 
a sole that has been proven by actual 
wear tests to have wearing qualities 
at least equal to sole leather under all 
weather conditions, and which con- 
forms to all government regulations as 
to style, materials and contents.” 

The statement reiterates that it is 
necessary for such manufacturers to 
get the approval of the Office of Price 
Administration on ceiling prices 
adopted for these shoes and urges the 
wisdom of checking also with sole 
manufacturers on the authenticity of 
ceilings on the soles, and with the War 
Production Board, as well, if any rub- 
ber is used in the soling material. 

“Shoe manufacturers,” the statement 
concludes, “can accept the premise that 
these shoes will not be suddenly pro- 
hibited or curtailed even if added to the 
ration list, provided they are properly 
constructed and will give the public 
long and satisfactory wear under all 
weather conditions.” 





Cook Named Nettleton 
Vice-President 


SyRaAcusE, N. Y.—Robert S. Cook, 
associated with A. E. Nettleton Com- 
pany, makers of footwear, since he was 
graduated from Yale University in 
1929, was elected a vice-president at 
the annual meeting of the board of 
directors. His energies since joining 
the firm have been devoted largely to 
sellirz, directing sales to civilians as 
well as to the military forces. 

Henry W. Cook, president of the 
company, recently entertained members 
of the sales force at a dinner at the 
Century Club. 





Moves to Coast 


Sioux Fats, S. D.—Louis Feldman, 
who was formerly associated with 
Shriver & Johnson, of this city, is now 
making his home in Glendade, Cal. 
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AWVS Sponsors Window 


Contest 


New YorkK—The American Women’s 
Voluntary Services has enlisted the co- 
operation of retail merchants through- 
out the United States through a Na- 
tional Window Display Contest to run 
from May 19th to June 30th. Windows 
which are entered in the contest must 
feature AWVS activities; a poster, 
furnished by AWVS, must be used as 
well as the slogans, “United and Serve 
with AWVS” and “Recruit Woman- 
power for Victory.” Participants are 
asked to submit a photograph of the 
window, together with all possible de- 
tails (including color scheme) as well 
as supplementary publicity to the Pub- 
lic Reiations Department, American 
Women’s Voluntary Services, National 
Headquarters, 345 Madison Ave., New 
York City. Entries must be postmarked 
not later than July 3rd, but may be 
displayed at any time during the six 
week period. 

First awards consisting of $250 War 
Bonds, second awards of $100 War 
Bonds and third awards of $50 War 
Bonds will be given for the three best 
windows submitted in each of the fol- 
lowing classifications: most patriotic, 
most symbolic of AWVS, most artistic, 
best showing an AWVS activity. In 
addition, 56 War Bond awards of $25 
each will be given for windows of spe- 
cial merit, and special citations will be 
given to the winning stores. The War 
Bond awards are contributed by The 
National Cash Register Co., Dayton, O. 

Retail stores desiring to enter this 
contest are instructed to contact their 
nearest AWVS unit for the poster. If 
there is none in the retailer’s city, he 
may obtain one from the address given 
above. 


Buyers Complete Special 
Training Program 

St. Louis, Mo. — Believing a good 
buyer or department manager must 
necessarily become a good instructor in 
this war emergency, Max Lappin, man- 
ager of Sonnenfeld’s Ready-to-Wear 
Specialty Store, arranged for his buy- 
ers to complete a condensed 12-hour 
training course on “How to Teach an 
Employee.” Sponsored by the Asso- 
ciated Retailers, this course was eon- 
ducted by Francis Wright, Supervisor 
of Distributive Education for the St. 
Louis Board of Education. 

“The $64 question,” says Max Lap- 
pin, “for buyers and department man- 
agers to answer is, ‘Do you give as 
much time to how you teach your em- 
ployees as you do to how you handle 
your customers?’ Enormous expense 
goes into costly locations, window dis- 
plays, advertising, and the buyer’s 
search for marketable merchandise. All 
this can be lost because of inadequately 
or improperly trained salespeople. 
There is no check on walk-outs. The 
logical place for specific training in 
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surge to Hanan shoes. . 
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merchandise information and _ sales 
techniques is each department in the 
store. We are convinced that buyers 
and department heads can easily learn 
the techniques of teaching and training 
salespeople. We in retailing cannot for 
a single instant become too old to 
learn.” 

Francis Wright has satisfied many 
St. Louis retailers that the teaching 
techniques which executives must ac- 
quire in order to do a more effective 
training job can be streamlined to a 
12-hour basis to meet current wartime 
demands for speed; that the use of 
these streamlined techniques by execu- 
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MEN OF AMERICA — working and walking tremen- 


dously, buying with tremendous care and foresight— 


have represented quality leadership to the nation. Now 
the nation has money for them—money to gratify desire 
for the utmost in comfort, character and conservation 
. .. When you say to customers, “These are Hanan 
shoes,”’ you have said it all .. . for the Hanan standard 
of leather selection and workmanship has not changed. 

“Shoe of the Day” is a Hurdler with that exclusive, 
super-flexible sole construction which sets the new and 
modern standard of shoe building. 


Style 2041 (Tan Calf) 
Special Bellows Tongue 


Quality...like Character...Endures 


HANAN & SON, INC. * 671 No. Sangamon St., CHICAGO 
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tives in any sales organization will step 
up the skill, knowledge and attitudes 
of morale of each employee to a new 
but necessary “all-out” level. 
Certificates were issued to thirteen 
Sonnenfeld executives by the St. Louis 
Board of Education upon completion of 
this 12-hour course. This is the fourth 
executive group to complete this train- 
ing program sponsored by The Asso- 
ciated Retailers of St. Louis under 
supervision of the Distributive Educa- 
tion Department of the St. Louis Board 
of Education. A fifth group comprised 
of assistant buyers and supervisors of 
Sonnenfeld’s started April 29th. 
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we'll move faster on highway and skyway 


HIS is a split-second war. On the 

home and war fronts the double- 
quick transportation of men and 
equipment speeds the day when free 
men can travel in peace. 
Our new automobiles may leave us 
goggle-eyed with amazement. Engines 
will be more powerful, yet lighter 
for economy. Clear plastic tops will 
increase visibility and safety. Auto- 
matic air-conditioning will add great- 
ly to our comfort. 
Airplanes everyone can fly and buy 
may not be far distant. Helping to 
speed this realization will be new 


Kober 


mass production of low cost planes, 
new uses of plastics and plywoods, 
greater use of light-weight metals, 
new welding processes and new 
safety techniques. 


But, what about shoes when this day 
comes? Will they be more decorative 
...or functional? No matter what the 
consumer demands, Roberts, Johnson 
& Rand will be ready... for behind 
their leadership stands years of ex- 

rience in successfully meeting the 
challenge of fast changing times... 
in always building shoes of honest 
quality, reasonably priced. 


Kant 


Division of 
International Shoe Company 
SAINT LOUIS 


STAR BRAND * POLL-PARROT « HEEL LATCH * UPTOWN SHOES 
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| Explains Aspects of Rationing 


NASHVILLE, TENN.—“Rationing and 
a booklet presenting in 
question and answer form important 
aspects of the shoe rationing program 
as it affects the men’s shoe retailer, has 
been issued by the Jarman, Richland, 
Davidson and KBS sales divisions of 
General Shoe Corporation. The infor- 
mation, presented as a reply to the 
many questions on rationing which 
have been sent in to the company by 
its dealers, is presented in easy-to-find, 
easy-to-understand form. It was pre- 
pared by Earle E. Bumpous. 

In a foreword to the dealers, the 
company says: “We have attempted 
to do some ‘long range’ thinking be- 
cause rationing is here for the duration 
and nobody can tell how many months 
or years that may be. 

“Needless to say, your methods of 
doing business, as well as ours, have 
been changed overnight, and if we in- 
tend to see this thing through and come 
out on top when the war is over, it 
will be necessary to adapt our busi- 
nesses to the new conditions. By the 
adoption of sensible plans and methods, 
a retail shoe business can continue to 
operate on a successful basis. It calls 
for foresight, long range planning and 
action now to keep ahead. 

“We therefore feel that it is a duty 
of ours, and also an obligation, to go 
over some of the effects of rationing 
and government restrictions with you. 
The success of our business, after all, 
is dependent upon the success of your 
business. We wish to see your busi- 
ness continued and we intend to do 
everything in our power to help you in 
any way that we can. If, after reading 
this booklet, you receive any ideas that 
will help you in the operation of your 
business, help maintain your volume or 
increase your profits, then, of course, 
it is our pleasure to render friendly 


and beneficial service.” 





Form New Shoe Firm 


St. Louis, Mo.—Town & Country 
Shoes, Inc., with factory at Sedalia, Mo., 
and offices at 1531 Washington Avenue 
here, was incorporated recently for $50,- 
000. Vergil S. Lipscomb is president, 
Harold J. Browne, secretary-treasurer, 
and John S. Gottlieb, vice president and 
superintendent production got under 
way May 10. 

Mr. Lipscomb was formerly associ- 
ated with the Wohl Shoe Company, 
for 14 years, in the capacity of shoe 
buyer. Mr. Browne has spent his en- 
tire business life in the pattern busi- 
ness, having been with Dunbar Pattern 
Company up to 1935 at which time he 
became one of the organizers of 
Browne-Tilt, Inc., St. Louis, of which 
he is now president. Mr. Browne 
states that his association with Town 
& Country ‘Shoes, Inc. will in no way 
affect the operations of the pattern 
company. Mr. Gottlieb was formerly 
connected with St. Louis Shoe Manu- 
facturing Company, New Athens, III. 
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Woman Salesperson in Men’s Department 





Birmingham, Ala.—For the first time in its history, J. Blach & Sons is using a 
woman as a salesperson in the men's shoe department. She is Mrs. Wilmer Lockhart 
Roberts, who is doing a good job, according to J. Don Cargill, Jr., manager of the 


department. 


The girl shoeman is not only a good salesman, but she is a fine housekeeper as 
well; already she has instituted better housekeeping as far as stockkeeping is 


concerned. 


This store also recently added a girl or two as salespersons in its women's shoe 


department. 


Previously men had been employed exclusively in this department. 





Issue Book on 
Synthetic Rubber 


New YorkK—United States Rubber 
Company, which recently placed in op- 
eration the world’s largest synthetic 
rubber plant at Charleston, W. Va., 
has used all available types of synthetic 
rubber in its products since 1932, ac- 
cording to a booklet, “The Five Com- 
mercial Types of Synthetic Rubber,” 
released by the company. Compiled for 
sales engineers of the rubber company, 
the booklet has been called the first 
technically accurate statement of the 
over-all synthetic rubber situation 
which can be understood by the layman. 
It traces the development of synthetic 
rubber from its laboratory beginnings, 
describes the properties of the com- 
mercial synthetic rubbers, and relates 
briefly the part played by United States 
Rubber Company in their development, 
manufacture and use in its products. 

The publication includes photographs 
of synthetic rubber manufacture, many 
diagrams, and a chart compiled from 
the experience of plants and labora- 
tories of the company, giving the rel- 
ative physical and chemical properties 
of natural rubber and of the five types 
of synthetic rubber. 

The booklet, which has had a limited 
distribution to government agencies and 
allied industry, has been cited for study 
by several of the foremost technical 
schools and colleges of the country, 
and is now made available free upon 
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epplication to the United States Rub- 
ber Company, Synthetic Rubber Divi- 
sion, 1230 Sixth Avenue, New York 
City. 


Samuel Adler 


New YorK—Samuel Adler, oldest 
living member of the Adler Shoe chain, 
died suddenly on May 9 at his home 
here. He was born in New York City 
on May 2, 1868, and had just passed 
his 75th year. 

Mr. Adler, with his late brother, 
Jacob H. Adler, entered the shoe busi- 
ness nearly 50 years ago. This was the 
beginning of the Adler Shoe chain 
which, today, is under the active man- 
agement of his nephews Jesse, Arthur 
and Herbert Adler, and his son, Cpl. 
Edwin Adler, now in the Army. He 
was active up to the time of his death, 
and never missed a day at business, 
rain or shine. 

He is survived by his wife, Amy; 
his son, Edwin; and his daughter, 
Helen Levy. 


Joins Montgomery Ward 


Cuicaco—Milton Utzinger, formerly 
buyer in the Young Modern’s Section 
at Marshall Field & Co., is now asso- 
ciated with Montgomery Ward & Co. 
He is buying better shoes for the re- 
tail division and has headquarters in 
the New York office. 
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A SMARTER SHOE FOR 


WARTIME PROMOTION 





The 


HEYWOOD 
RANGER 


Here’s a shoe that’s so 
new, so timely, and so 
much in keeping with 
Heywood quality stand- 
ards that its promotion 
will add materially to 
your store’s prestige. It is 
a smart shoe for your cus- 
tomers whoare in theser- 


vice oronthe home front. 


Ranger calf, with a heavy, single 
sole and rubber heel. No. 87, antiqued 
brown. No. 88, black. 


MEN’S FINE SHOEMAKERS SINCE 1864 


WORCESTER, MASS. 





The House of Heywood 
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STEEL TOE 








Holliston, Massachusetts ~ Union Made 








OF FFF OF PO Oe ee 


Children's Shoes 
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The C. A. Haines 
Health Shoe 








to retail , 


For Children 








Fiex-A-Proved Cushion 
construction, soft and 

smooth inside, scientif- i , 

ically designed; all 210 





leather. White 
Goatskin 


SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago | 


Our Distributors | 
American Shoe Co., S. Freiburger & Bro. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., | 
Detroit Fort Wayne, Indiana | 
Jayson Shoe Co. . . . Los Angeles, Cal. | 





Army Buys Repair Items 


Boston, Mass. — Miscellaneous 
awards announced recently at the Bos- 
ton Quartermaster Depot include 2,- 
400,000 pairs of water resisting fiber 
heel bases for the Army repair units; 
767,995 pairs of laces for women’s low 
service shoes; 211,367 pairs of laces 
for knee rubber boots; 35,741 pairs of 
laces for safety-sole boat shoes; 9,982 
pairs of black rubber heels; 22,500 
pairs of leather taps; 24,000 pairs of 
leather outsoles; and 9,043 pairs of 
Type II army service shoes, to be made 
by the International Shoe Co., at its 
Claremont, N. H. factory, and by the 
Joseph F. Corcoran Shoe Co., of 
Stoughton, Mass. 


Discontinue Budget Shop 


CuiIcaco—Mandel Brothers is dis- 
continuing its first floor Budget Shoe 
Shop. Shoes in this section have been 
featured at a special transfer sale. This 
department is being transferred to the 
regular fifth floor shoe section. The 
basement shoe department known as 
the Subway Shoe Department, is still 
being continued. 


Form Committee to 
Work with OPA 


DECATUR, ILL.—Retail shoe dealers 
here have formed a special committee 
to act as go-between for the dealers, 
their customers and the country ration 
board. The idea behind the formation 
of this committee was that it would 
function with the backing of the ration 
board and serve as a consultation board 
for the trade. Its general function 
will be to interpret with the aid of ra- 
tion rules and to handle complaints 
from consumers, many of which have 
arisen since rationing went into effect. 
Some of these have been caused by 
misinterpretation of ration regulations; 
others because of misfits resulting from 
inexperienced personnel. 

Chairman of the committee is Clay 
Riddle of Folrath & Folrath; vice- 
chairman, Carl Raupp of Raupp & 
Sons. Members of the committee are 
George F. Hirst, G. R. Kinney Co., Inc.; 
M. Swanson, Decatur Dry Goods Co.; 
Roland Evans, Block & Kuhl Co.; Earl 
Axelrod, Stewart’s Dry Goods Co. 


Daniel Tyler 


Boston, Mass.— Daniel Tyler, of 
Brookline, Mass., well known former 
shoe manufacturer and president, until 
his retirement in 1932, of the Linscott- 





Appointed General 
Sales Manager 





New York. — Chester J. Noonan has 
been appointed general sales manager of 
United States Rubber Company's foot- 
wear division. Mr. Noonan has been 
manager of clothing, coated fabrics and 
koyalon at the company's Mishawaka, 
Ind., plant since 1938. In his new posi- 
tion Mr. Noonan will be in charge of all 
sales activities of the division, with 
plants in Naugatuck, Conn., Waterbury, 
Conn., Woonsocket, R. |., and Mishawaka, 
Ind. Before he went to Mishawaka, Mr. 
Noonan was manager of footwear sales 
for the company's Pacific Coast Division. 











Tyler-Wilson Company, died recently 
at the age of 72. 

At 18, he entered the shoe business 
as an employee of Robbins, Kellogg é 
Co., of Pittsfield. Ten years later he 
became associated with the firm of Per- 
kins Linscott Co., which in 1906 was 
reorganized as Linscott-Tyler-Wilson 
Co. He was president of the firm, a 
Boston Company with factory at Ro- 
chester, N. H., from 1922 to 1932, when 
he retired from the shoe business. In 
recent years he had been associated 
with the Ganse-King Estate Service. 

He also was president of the Galt 
Block Warehouse Co., and president 
and treasurer of the Tyler Realty Co., 
both of Portland, Maine. 

Besides his widow, Mr. Ethel Rogers 
Tyler, he leaves three sons, Daniel, Jr., 
Brookline selectman and colonel on Gov. 
Saltonstall’s staff; Lt. Hayden R. Tyler 
of the Army Air Forces, now stationed 
at New York, and Linscott Tyler of 
New Haven; two daughters, Mrs. Har- 
riet Norton Jones of Newton, and Mrs. 
Martha Ward Leete of Brookline; two 
brothers, Frederick B. of Brookline, 
and Edwin N. of Portland, and eight 
grandchildren. 


George D. Kalb 


ROCHESTER, N. Y.—Funeral services 
for George D. Kalb, member of the shoe 
leather firm of J. J. Kalb & Sons, who 
died recently from injuries sustained 
when he fell down the elevator shaft 
in the warehouse on Andrews Street, 
were attended by many shoe men. 

Mr. Kalb, thinking that the elevator 
was there, stepped into the shaft on 
the first floor of the warehouse and 
plunged to the basement. He did not 
regain consciousness. 

He had been traveling for the firm 
for a number of years and had an ex- 
tensive acquaintance among shoe men. 
Beside his brothers, Edwin G. and 
Richard L. Kalb, he leaves a sister, 
Mrs. Clarance Webber. 





Roloff to Buy for 


Mandel Bros. 


Cuicaco — Gordon Roloff has _ been 
made buyer of all upstairs shoes at 
Mandel Bros. He succeeds Joseph H. 
Moskow who died recently. Mr. Roloff 
has recently been associated with Kauf- 
man-Strauss in Louisville and prior to 
that was with the Wohl Shoe Co. and 
with the Coward Shoe Co. in New York. 
He was associated with Mandel Bros. 
a number of years ago. 





Store Name Changed 


SANTA Monica, CALIF.—The name of 
the women’s shoe concession in the H. 
C. Henshey Dept. Store has _ been 
changed from the J. C. Tate Co. to 
Hackleman’s Shoes. Mr. Hackleman 
was a partner of the late J. C. Tate, 
and changed the name of the firm to 
its present one, now that he is sole 
owner. 


Boot and Shoe Recorder 
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Tremaine Promoted to 


Lieutenant-Colonel 


Boston, Mass.— The promotion to 
Lieutenant Colonel of Major Edward 
G. Tremaine, Jr., Q.M.C., formerly gen- 
eral superintendent of the nine fac- 
tories of the United Last Co., has been 
announced by Col. Samuel I. Zeidner, 
Q.M.C., Commanding Officer of the 
Boston Quartermaster Depot where 
Col. Tremaine is chief of the purchas- 
ing and contracting branch of the pro- 
curement division. 

Col. Tremaine entered the employ of 
the United Last Co. in 1919 and since 
1935 his headquarters had been in the 
company’s Boston office. He resides, 
with his wife, in Quincy, Mass. 

A native of Brooklyn, N. Y., Col. 
Tremaine was graduated from Newark, 
N. J., High School. In 1917, upon 
completion of his second year at Le- 
high University, he enlisted in the 
Army and served for two years with 
the Division Headquarters Troop of 
the 29th Division. During 13 months 
in France Col. Tremaine saw action in 
the Meuse-Argonne and the Haute- 
Alsace offensives. 

Col. Tremaine was commissioned a 
2nd Lieutenant in the Infantry Reserve 
Corps of the Army in 1928. He was 
called to active duty as a Major on 
January 1, 1942, and assigned to the 
Air Corps Ground Force at Valdosta, 
Ga., as Commander of the 58th Air 
Base Group. He was transferred to 
the Boston Quartermaster Depot in 
March, 1942. 


Capt. John J. Eagen 
Transferred 


Boston, Mass. — Captain John J. 
Eagen, Q.M.C., Purchasing and Con- 
tracting Officer of the Boston Quarter- 
master Depot, has been transferred to 
the Office of The Quartermaster Gen- 
eral, Washington, D. C. 

Captain Eagen was formerly a buyer 
of children’s and men’s shoes for Abra- 





ham & Straus, Inc., Brooklyn, New 
York. 
Twins for Ex-Shoe Man 
Now in Africa 
MEMPHIS, TENN.—Sgt. Alfred C. 


Todd, who is on duty with the Army 
Military Police in North Africa, is the 
father of twin babies—a boy and a 
girl. Before his induction into the 
Army in April, 1941, Sgt. Todd trav- 
eled for the shoe department of Wm. 
R. Moore Dry Goods Company in Mis- 
sissippi and Tennessee. Before being 
connected with Wm. R. Moore Dry 
Goods Company, he was a shoemaker 
for the O’Donnell Shoe Company. 

At the time of the invasion of North 
Africa, November 8, 1942, Sgt. Todd’s 
company was captured and held prison- 
er for a short time by the French, but 
latest word indicates that he is now 
doing well. 
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the Railroad was a 
“SUBSTITUTE” 





...and so was LEATHEROK* 


both are ACCEPTED STANDARDS NOW 





MR. RETAILER ... 


designed to meet all 
mecessary requirements 
this synthetic Heel Base 
material gives lasting 
heel satisfaction plus 
extra good looks. 


By the standards of 
proven worth Leatherok 
meets all Heel-Base re- 
quirements, 
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outwears 
LEATHER — tne SBOe 
me Fest 


% Reg. U. S. Pat. OFF. 





LiKE the railroad -“Lea- 
therok” has proved it’s 
worth. 


Actual performance since 
1939 has made “Leatherok" 
the Standard Heel Base 
material. 


Although we are operat- 
ing on a ‘round-the-clock’ 
basis- military needs call 
for all we can produce — 
A temporary disappoint- 
ment for you — but a guar- 
antee that you can specify 
“Leatherok’ with the ut- 
most confidence for your 
post-war prosperity 
shoes. 


* 


GEORGE O. JENKINS CO. 
Bridgewater, Massachusetts 











Joseph C. Kimball 


Boston, Mass.—Joseph C. Kimball, 
founder and active head of the Kimball 
and Sherman Company, Haverhill shoe 
manufacturers, died suddenly at his 
home in Newtonville, Mass., on May 9, 
at the age of 76. 

He began his career as a bookkeeper 
with Woodman & Howes, also a Haver- 
hill shoe manufacturing company and, 
in 1893, seven years after becoming 
associated with the firm, he was made 
a partner. He was connected at othe 
times, also, with the Charles K. Fox 
Co., of Haverhill, and the Lewis A. 
Crossett Co., of North Abington, Mass. 

Active in business and civic affairs, 
Mr. Kimball had served as president 


of the Associated Industries of Massa- 
chusetts, chairman of the New England 
Council, vice-president of the Abington 
National Bank, member of the National 
Industrial Council and head of the 
Haverhill Shoe Manufacturers’ Assn. 

He is survived by a daughter, Mrs. 
Marion K. Bigelow of Newtonville, and 
by three grandchildren. 





Smith to Buy for 
Gimbel Department 


MILWAUKEE, W1s.—Hobart Smith has 
recently been made women’s shoe buyer 
for the first floor section at Gimbel’s, 
here. He was formerly with Higbee’s 
in Cleveland. 
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High Heels 
K 3454 Black Patent 
aoe Plain Vamp 


Girdle 3452 Black Patent 
Pump Leather 


amp 
M 3424 Blue Smooth 
Leather Perforated 


Perforated 





SLIPPING Vamp 
” T 3422 Tan Smooth 
( Leather Perforated 
vamp 
a W 3452 White 


Smooth Leather Per- 
forated Vamp 


Cuban Heels 

NO K 3459 Black Pat- 

GITING ent Leather Perfo- 
rated Vamp 

T 3425 Tan Smooth 

Leather Perferated 


Vamp 

W 3459 White 
Smooth Leather Per- 
forated Vamp 

5% 30 days 
Widths AA & B 


CONCEALED 
« GORE 


$2.00 Less 
_ Sizes 4 to 10. 


GROVES SHOE CO. 
311 W. MONROE STREET 





CHICAGO, ILL. 








Lease Plant to Government 


CoLumBus, O. — The H. C. Godman 
Shoe Company has announced that it 
has leased to the government its plant 
at 52 Starling Street, necessitating the 
removal of its activities to the plant 
at 46 East Fulton Street. For some 
time the government has been using 
the Fulton Street property, but requires 
more room. General offices, retail and 
manufacturing headquarters will be 
opened at the Fulton Street plant. The 
company will also continue to operate 
its two plants at Logan, O. Some small 
manufacturing operations also will be 
carried on at the Fulton Street plant. 

The lease is for the duration of the 
war, according to D. T. Carey, vice- 
president and treasurer. Fred A. Mil- 
ler, president, and other officers of the 
H. C. Godman Co., have been re-elected 
as have James O. Moore, vice-president, 
and other officers of the Miller-Jones 
Co., a subsidiary. 
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Tanner Features 
Interesting Grain 


New York.— The Ohio Leather Co. 
offers an unusual grain for Fall created 
for use up and down, crosswise or on 
the diagonal. It is an original grain, 
made on an individual plate, which 
makes it possible to cut the leather in 
several different ways to give different 
effects. Available in Army russet, town 
brown and black, it is considered espe- 
cially suitable for shoes on popular 
medium heels. The Ohio Leather Co. 
also reports that Nozama and Lauria 
retain their usual position as important 
grains. 





Compo Man in Uniform 


Boston, Mass.— Compo Shoe Ma- 
chinery Corporation announces that 
Eddie Dollard, Jr., who has been work- 
ing under J. H. Devine in the St. Louis 
territory, in the shoemaking division, 
has been called to the armed forces. 
He has been employed by Compo in 
the St. Louis district about nine years 
and has done a very efficient job for 
all the manufacturers with whom he 
has been working. 


Charles Sell, Sr. 


CLEVELAND, O.—Charles R. Sell, Sr., 
one of the oldest shoe merchants here, 





died recently at his home in Cleveland 
Heights. He was 83. 

Mr. Sell, who retired in 1923, had op- 
erated shoe stores on the East Side and 
in Lakewood. His father established 
the business before the Civil War. 
Charles Sell entered the business after 
graduating from high school. 

He took over the business some years 
later, and operated a number of stores 
in and around Cleveland. His son, Ray, 
entered the business and remained in 
it until the retirement of his father. 

Survivors are his wife, Mary; his 
son and three grandchildren. 


Set Record for Bond Selling 


PORTERSVILLE, CALIF.—What is be- 
lieved to be the country’s record for 
War Bond selling was made in this 
city of some 6,000 people when the 
Rotary Club under the chairmanship of 
W. S. (Bill) Allen put $120,500 in cash 
on the barrelhead at a recent noon meet- 
ing. This representative group of Por- 
tersville businessmen totals only 55 
members. Later the bond selling group, 
still headed by Bill Allen, sold over a 
half million in bonds in their city. Mr. 
Allen says the people of his community 
are buying bonds with the same spirit 
as they are buying shoes in his store. 





Comic Ads Introduce Foot Aids 

















He said there was standing 
room only, but we didn’t mind, thanks to 


CUBOID Balancers 


We had been wanting to see that movie for weeks (such a 
sweet plot)—so we just went right ahead, even though the 
house was full! The ticket man said, “Lady, don’t you 
mind standing?” I just told him about light, metal-free 
CUBOIDS ard he’s going to have them fitted into his 
te, ‘ar shoes, right away!. Then he'll find real foot relief! 


Dallas, Texas—A series of ads on foot aids have been introduced by Volk's in 
which an entirely different approach has been used in presenting these aids. The 
series was originated by Miss Laura Lee Lilly, advertising director for Volk Bros. 
Instead of trying to scare people into buying Cuboids, the approach was through 


some humorous sketches and copy. 


Said Miss Lilly, "We are attempting to let the people know Cuboids could 
do things for them, without going into the anatomical construction of their feet. 
The ads are after the style of Helen Hokinson sketches in the NEW YORKER. 

“The immediate increase in the volume of business done at Volk's after the 
appearance of these comic ads was very noticeable." 
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WLB to Halt Shoe 
Repair Pirating 

SAN Francisco, CAL.—To halt pirat- 
ing of workers by small shoe repair 
shops which were not required to obtain 
national War Labor Board approval 
for wage increases, the NWLB has 
ruled that the entire shoe repairing in- 
dustry in the Tenth Region hereafter 
must comply with the board’s wage 
stabilization program. 

Several companies employing more 
than 100 workers complained that small 
shops were stealing their employees by 
higher wages, where wage rates were 
unrestricted. 


Demand Still Holds for 
Bowling Shoes 


CuicaGo.— The public is still inter- 
ested in shoes for active sports and is 
willing to give up ration coupons for 
them. The continued demand for bowl- 
ing shoes, a special feature at Metz 
Men’s Shoes, even since rationing went 
into effect, is proof of this. 

Bowling shoes continue to constitute 
fifty per cent of the business in the 
Metz store, located in the heart of the 
Chicago loop and just a block and a 
half away from the famous State 
Street shopping section. Rube Metz, 
head of the store, reports that business 
on all types of shoes was 41 per cent 
better in April 1943 than a year ago 
and that the demand for bowling shoes 
has continued to keep pace with demand 
for shoes for regular street wear. 

The excellent business done on bowl- 
ing shoes in the Metz store is an ex- 
ample of what the retail merchant can 
do with a specialty shoe item if it is 
merchandised and presented correctly. 
It is interesting to note that emphasis 
on fit (the basis of any good shoe busi- 
ness) is chiefly responsible for the large 
volume of business done. Feet are 
fitted from triple A’s on up. Men’s 
sizes run from 5 to 15 and women’s 
from 2 to 11. The women’s business, 
incidentally, created because of the de- 
mand for properly fitted shoes, also 
continues at its former pace. There are 
40 styles in stock. Advertising and 
promotion stress the importance of 
wearing shoes correctly fitted. Features 
promoted are special steel shanks to 
support arches, air vents placed at the 
arch for coolness, and narrow heels 
which fit snugly around the arch. 

The bowling shoes are given a special 
section of their own in the store and 
also have an entire window to them- 
selves. A special catalog is issued on 
bowling shoes alone. In addition to in- 
dividual customers who come into the 
store, the shoes are sold to bowling 
alleys. 

Mr. Metz is an ardent sports en- 
thusiast. Since 1926 he has served as 
judge of both professional and amateur 
boxing bouts including all of the local 
Golden Glove tournaments. He is vice- 
president of the Illinois Boxing Offi- 
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KEEP 
‘EM HAPPY 
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FOOT REST 





Combined in Krippendorf Foot Rest Shoes are 


the qualities most sought after by your customers 
—durability, style and comfort! 


Trim. Feminine. Smartly styled to make every 
glance linger longer, yet so amazingly comfort- 
able and so surprisingly durable that women 
everywhere say Krippendorf Foot Rest Shoes 


; . P aria 
are the shoes “to work in, play in, live in.” 


Krippendorf Foot Rest Shoes are nationally ad- 
vertised in Vogue . . . Ladies’ 
Home Journal . . . Woman’s Home Companion 


. . Mademoiselle . 


. . Good 


THE KRIPPENDORF-DITTMANN COMPANY ° 


Housekeeping . . . The Instructor. 


$695 to $7-95 


Slightly higher Denver west 


New York Showroom: Marbridge Building 


cials Association and a member of the 
Illinois Boxing Commission. 





Taking Course at 
Tennessee Polytechnic 


. LOUISVILLE, Ky.—Air Crew Student 
Thomas B. Murname, Jr., son of 
Thomas B. Murname, head of the 
Superior Welting Co., Louisville, Ky., 
has completed basic training at Keesler 
Field, Miss., and is now enrolled in a 
course at the Tennessee Polytechnic 
Institute, Cooksville, Tenn. He is a 
U. of L. graduate. 


Maurice L. Strum 


SPRINGFIELD, ILL. — Funeral services 
for Maurice L. Strum were held here 
recently. 

Mr. Strum, 45, was former co-owner 
of the Fashion Boot Shop in Spring- 
field. For many years he and his 
brother, Nathan, were owners of the 
shoe store. 

Surviving are his widow, Lillian; twin 
sons, Harry and Jerry; mother, Mrs. 
Benjamin Strum, and brother, Nathan, 
all of Springfield; two sisters, Mrs. 
Sylvia White and Mrs. Annie Gadfaber, 
both of St. Louis. 
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Ex-Shoe Man Receives 
Promotion 


Houston, Tex.— Capt. Manford C. 
Susman, newly promoted, formerly of 
Vogue Shoe Shop, is home on a short 
leave with his family. In addition io 
his promotion, Captain Susman, who 
was with the first heavy bombardment 
group to go overseas last July, holds 
the Distinguished Flying Cross and the 
United States Air Medal; the former 
was given each member of the crew of 
his ship, “The Kickapoo,” following a 
raid on ship lanes which resulted in 
the sinking of a transport freighter; 
the latter medal was awarded him for 
a combined raid on Bengasi when the 
crew destroyed an ammunition ship and 
a destroyer. 

Capt. Susman has been in the Army 
air force since 1940. From Houston 
he goes to Washington where he will 
be attached to the general headquarters 
air force. 

A brother, Harry, also of Vogue 
Shoe Shop, is now in Officers’ Candidate 
School at Fargo, N. D.; another 
brother, Charles, is carrying on the 
business. 





See Cordial Retailer- 
Consumer Relationship 


CINCINNATI, O. — Ceiling prices and 
style restrictions on shoes will prevent 
“runaways” such as prevailed in World 
War I thereby providing better mutual 
relationships between retailers and con- 
sumers and by correlative application 
“helping” manufacturer - retailer cor- 
diality, sentiment expressed in the Cin- 
cinnati area indicates. 

Manufacturers agreed with the con- 
tention that under shoe rations there 
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Open Perfume Bar 


Los Angeles, Calif.—A perfume bar has 
been opened on the street floor sales 
room of the Gude Shoe Store. Location 
selected was right up front, to the right 
of the entrance opposite the bag, cos- 
tume jewelry and hosiery departments. 
Opening business is very satisfactory, 
with every indication of a most success- 
ful operation, finds Grece Dixon, buyer 
and department manager for the Gude 
accessory sections. At the start most 
of the business at the perfume bar came 
from inner-store patrons, but since its 
establishment,.a fair amount of off-the- 
street traffic has developed. Opening 
advertising, prepared by The Martha 
Advertising Service, reflected the smart 
appearance of the new section and add- 
ed glamor to the already established ac- 
cessory departments of this shoe store. 





will be fewer styles, novelties and frills, 
some of which become a real drug on 
the market and clutter up retailers’ 
inventories. 

Another manufacturer said simply: 
“All of us must realize that the war’s 
on and not underestimate public intel- 
ligence.”” He added, “Consumers under- 
stand that they will have to do with a 
little less variety and must accommo- 
date themselves to more standardiza- 
tions in every line. This should make 
the retailers’ problem easier and I be- 
lieve that as the war wears along, this 
viewpoint will be verified.” 

That “restricted styles and lines help 
the retailer’s inventory by giving him 
quicker turnover and not tying up 
money in slow-selling stock on the 
shelves,” was expression of another 
popular-price shoe manufacturer. 


Returns After 25-Year 
Retirement 


Worcester, Mass. — Ernest Thomp- 
son has been added to the sales force 
at Sherer’s Front Street Store. Mr. 
Thompson had retired as buyer for this 
store more than twenty-five years ago 
and came back as a salesman in order 
to be of service to his old employer. He 
is now acting as senior salesman in 
the men’s shoe department. 








Offer Courses in Selling Shoes 


BALTIMORE, Mp. — In line with the 
program of gearing distributive ser- 
vices of business and industry with the 
war effort, the Division of Vocational 
Education of the Baltimore Depart- 
ment of Education is organizing free 
classes in modern selling and shoe 
salesmanship. The purpose of these 
courses is to avoid the costly trial-and- 
error method of learning business tech- 
niques and to make way for positive 
and practical instruction. Instructors 
who are thoroughly conditioned in 
specialized business methods will be 
selected. The classes will be held at 
the Central Enoch Pratt Library, and 
retailers may register their employees 
for this training. 

The four-session course on modern 
selling includes: Importance of retail- 
ing in distribution; retail selling as a 
vocation; development of good selling 
habits; determination of customer’s 
needs; the steps in a sale; suggestion 
selling; how to present merchandise 
effectively; desirable attributes for 
salespeople; care of stock and displays; 
conserving supplies and materials. 

The eight-session course in shoe 
salesmanship includes: Types and uses 
of shoes; influence of style; kinds of 
leather and shoe materials; how modern 
shoes are made; common foot abnor- 
malities; measuring the feet; factors 
in fitting shoes; proper presentation of 
shoes; care of shoes; wartime changes 
in shoe selling. 


OPA to Settle Local 
Questions Locally 


SAN FRANcisco.— Frank E. Marsh, 
newly appointed director of the regional 
Office of Price Administration in San 
Francisco, has announced that OPA 
matters affecting California would be 
decided here, wherever possible, in- 
stead of in Washington. 

In a conference at Sacramento with 
Governor Earl Warren, Mr. Marsh out- 
lined his new policy, which includes the 
establishment of a district office in 
Sacramento which will serve as a liai- 
son office between the OPA and other 
state departments and agencies. 


Mrs. Fannie Smith Stern 


CINCINNATI, O.—Private funeral ser- 
vices for Mrs. Fannie Smith Stern, 77, 
whose late husband and son have had 
nationally-known identification with the 
shoe industry, were held recently at the 
United Jewish Cemetery here. She was 
the widow of David R. Stern, pioneer 
Cincinnati shoe manufacturer and 
founder of the Stern-Auer Shoe Com- 
pany. Her son, Joseph S. Stern, is 
president of the U. S. Shoe Corporation. 

Two brothers, J. J. Smith, chairman 
of the board of the U. S. Shoe Corpora- 
tion, and Stanley Smith, both of Cin- 
cinnati, also survive. She also leaves 
three grandchildren. 

She was a native of Saugerties, N. Y. 
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and @ Point rationing is edu- 
vous Window display is one of the most potent mediums in the cofing consumers ln com- 
Seidl country today for the promotion of the war effort. Millions parative values. |. T. S. Left 
tail. of people each day observe and are influenced by what they | and Right Rubber Heels are 
as a see in your store windows. Reserve part of those windows | now necessarily made of re- 

generated rubber but the 


ling for Uncle Sam and you will not only bring Victory nearer 
1er’s but you will also create good will for your store which will 
ition pay big dividends in the future... Darling manufactures an 
dise excellent selection of “Victory Displays” from non-critical 

for materials, designed to se/d the war effort. We also have avail- 
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AYS; able an extensive line of staple shoe stands and hosiery forms. ’ 
WRITE FOR LITERATURE AND LIST OF AUTHORIZED DAR- conscious customers the 
shoe LING DISTRIBUTORS LOCATED IN ALL PRINCIPAL CITIES. benefit of |. T. S. Left and 
ases L. A. Darling Co., Bronson, Mich.(NewYork Office, 735 Marbridge Bldg.) Right Heel and |. T. S. Tuffie 
} of Heel Lift economy to in- 
lern crease your shoe repair repu- 
— tation, volume and profits. 
tors 
1 of 
ges ; ; | THE LT.S. COMPANY, ELYRIA, OHIO 
The Name To Think Of FIRST In Display | 
Feature Casual Types Sells Shoe Store extreme cold spell, but in February 
there was an unexpected pick-up which 
MILWAUKEE, Wis. — Ed. Schuster & CHARITON, lowa.— Henry Eddy has brought the percentage up to 26 points 
sh, Co., operator of three local department sold his shoe store here to the Katz higher than 1942. March saw a further 
nal stores, has been using large space news- Stores of Kansas City and has given jncrease of 3 per cent over that of the 
an paper advertising to promote casual possession with M. Friedman, a repre- same period of 1942. April, having 
PA shoes for work and play with good sentative of the Katz stores, acting as both Palm and Easter weeks, even with 
be success. manager for the time being. Mr. Eddy the rationing, went as high as 38 per 
sie! One advertisement carried copy as is undecided as to his future plans. cent, in some department stores to 23 
th follows: “In this busy era Schuster’s - per cent in others, over the same period 
“~ play a go to — mame a Shoe Stores Win in 1942. ies 
| ight of a heavy walking schedule like e The most surprising factor has n 
os Schuster’s play shoes! They’re good Minute Man Flag continued purchasing after the holiday 
ai- ground work for wearying war work Des MoINEs, Iowa.— The Heggins period. Capeskin shoes with leather 
val ... for the office. They’ll cushion every Shoe Store, Berland’s Shoe Store, soles have been almost a complete sell- 
step as you hurry on your endless Burt’s Shoe Store, De Arcy’s Boot out and, probably through fear of fur- 
round of duties on foot. And, of course, Shop, Field Shoe Co. are among the ther rationing, fabric and canvas top 
we have the free ’n’ easy styles that Des Moines firms which have won the sport types have been bought early. 
are perfect for victory gardening, for “T” Minute Man flag of the Treasury Colors, at least all that can be had, are 
around the house and for your lejsure Department for participation by their pushing to the front. 
r- hours.” employees in the bond payroll allot- 
. In another advertisement, the follow- ™ent program. ——— 
id ing copy was featured: “You'll work 
1e etter—if you play better in Schuster’s -Ti i 
1e relaxers. Get your ration of relaxation All-Time Peak in Hold Sales Conferences 
1s in Schuster’s play shoes ... and you'll Worcester Sales CINCINNATI, O.—Salesmen of the 
Tr go back to your work feeling fit as Worcester, Mass. — The retail shoe U- S. Shoe Corporation, whose plant 
d ‘Supermen!’ Ease yourself into any of dealers in this territory saw their sales and general offices are located in subur- 
be these shoes after a hard day... and reach an all-time peak for the first 4% Norwood, came in to Cincinnati re- 
is forget you have feet. Hop, skip and four-mouth period of the year. Ever cently for a spring sales conference. 
i. jump to your heart’s content when you since December there has been a de- Wartime developments of the company 
n play . . . they'll cushion every step. cided increase in sales percentage. The #4 plans for the season were outlined 





We call them ‘Relaxers.’ You'll call 
them pure perfection!” 

Both rationed and non-rationed num- 
bers were featured for men and women 


in these advertisements. 
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regional increase has been tabulated 
as from 8 to 14 per cent higher than 
that of 1942. 

From the December high, January 
sales dropped somewhat because of an 


at the sessions. 

Sales representatives of the Krip- 
pendorf-Dittman Company also came 
to Cincinnati for conferences and 


meetings. 
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TREE 


( FULL TYPE ) 


A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
fn demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
pencil to selld ond of pin, will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 























©. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 
Branch of United Shoe Machinery Corporation 
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1. To win new customers--- - 


iP. 1 BELLAIRE SHO! 
2. To increase sales volume: - - | 2 
3. To dominate competition - - - | * FOR FALL 1943 . 
No New Customers 
Bellaire Dealers On Quota Basis 


4. To widen your trading area- 


5. To make more money - 



































Plan to remodel your store | 
with a new Pittco Store Front!) 


SEND FOR FREE BOOK 


PITTC 


Se Vio 


Ree dealers everywhere are helping women 
“Keep Their Feet” by carefully fitting them with vy 
basic type, cushion comfort Bellaire ComrorTaBLes and an 
Bellaire Foottoose SHors. To meet unprecedented x 
demands which are steadily increasing, “dealer quotas” |) 
heve been established by us to maintain equitable dis- es 
tribution. We are accepting orders accordingly only 


from Bellaire dealers of record; and regret our present 
inability to extend the Bellaire franchise beyond them. 














PITTSBURGH PLATE GLASS COMPANY | 
2244-3 GRANT BLDG., PITTSBURGH, PA. 


"PITTSBURGH ° sland fot Lualiy Glass and aint 














Loose Shoe Ration Stamps 
Not Acceptable 


SAN FRANcIScO. — Shoe dealers cau- 
tioned by the Office of Price Adminis- 
tration recently that the acceptance of 
loose ration stamps for a pair of ra- 
tioned shoes is in violation of regu- 
lations. 

OPA officials said the only exception 
under which a loose stamp can be ac- 
cepted in exchange for rationed shoes 
is when ordering footwear by mail. At 
that time Stamp Number 17 may be 
torn out of the War Ration Book Num- 
ber One and sent with the order. In 
all other instances, however, the stamp 
must be removed from the War Ration 
Book in the presence of the shoe dealer 
or his employee or a person making 
the delivery. The stamp may be torn 
out of the book and given to the shoe 
dealer or his representative either 
when the shoes are ordered or when 
they are delivered. 





Emphasize Care of Shoes 


LoGAN, UTaH.— “Use your head to 
save your heels” week was celebrated 
recently at the Utah State Agricultural 
College with Mrs. Susie S. Cook, ex- 
tension service clothing specialist, in 
charge. 

Students were instructed in shoe 
saving by posters and pamphlets out- 
lining proper care of shoes. “In these 
days of rationing, daily care of leather 
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footwear is even more important from 
the standpoint of wear than ‘keeping 
the daily shine’,” Mrs. Cook said. In- 
structions given the mothers of chil- 
dren as well as the university students 





Women’s Land Army 
Has Smart Uniform 





Town and city women, forming the newly 
organized Women's Land Army, part of 
the U. S. Crop Corps, will wear a regu- 
lation blue uniform of cotton denim, con- 
sisting of shirt, overalls with bib and 
shoulder straps, jacket and cap. The 
trousers are made to hang free or fasten 
tight at the ankle. Members ef the WLA 
will buy their uniforms at nominal cost. 


included importance of shoe trees, 
proper drying of leather when it has 
became wet, and proper storage meth- 
ods. Another phase of leather preser- 
vation that received consideration was 
proper care of handbags and leather 
luggage. 


Stores Cooperate 
In Bond Drive 


Wausau, Wis.—-Local shoe dealers 
did their part in making it possible for 
Marathon county to be the first in Wis- 
consin to exceed its quota of $2,740,000 
in the $13,000,000,000 Second War 
Loan Drive. Practically all retail 
stores in the city united to dedicate one 
entire day’s receipts from the sale of 
merchandise in their establishments to 
the purchase of Second War Loan 3e- 
curities. 

Classified advertising in the local 
newspaper was confined exclusively to 
telling the War Bond message and the 
paper devoted all receipts from adver- 
tising in the issue, together with sub- 
scription receipts for the day, to the 
purchase of United States War Bonds. 

T. G. Mayer represented the shoe 
stores on the committee in charge of 
the cooperative campaign. Participat- 
ing stores included Tress & Oldenburg, 
Porath & Schlaefer, French Slipper 
Shop, C. B. Mayer Shoe Co., Mayer’s 
Annex Shoe store, Modern Shoe store, 
and Morrey Alan, Inc., shoe firms. 
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HELP WANTED 


WANTED TO PURCHASE 





A TIENTION, RETAIL SHOE. SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industyial Ave- 
nue, Danville, Illinois. 


S HOE SALESMAN. THE SCHOLL MFG. 
CO., INC., world’s largest makers of Foot 
Aids, offers exceptional opportunity for a man 
dratt exempt, seeking permanent position. Shoe 
sales experience necessary; good salary while 
in training; broad opportunity for advancement; 
vacations with pay; group insurance. Good 
character and reference required. Write O. R. 
Forberg, 213 W. Schiller St., Chicago, Ill. 


SSISTANT WANTED—experienced  shoe- 

man, 40-45 or draft deferred, who is look- 
ing for something more than just a job. A 
worth-while proposition for the right man. 
Must be a gentile, really know the shoe busi- 
ness, and be interested in a permanent con- 
nection. Successful family store in suburban 


Pittsburgh. A. E. Miller, Sewickley, Pa. 


POSITION WANTED 


SHOE EXECUTIVE seeking connection with 

established firm, his qualifications as fol 
lows: 17 years’ retail shoe experience, includ- 
ing Managerial positions; window display 














planning and trimming; field supervision, 
backed up with several years sound successful 
experience in the buying and merchandising 


department—38 years old—3A_ classification 
excellent business and character references. 
Address Box 779, Boot and Shoe Recorder, 
1627 Locust Street, St. Louis, Mo. 





LINE WANTED 


SALESMAN, very successful record, well 

acquainted with retailers, iobbers, and chain 
Store trade in the SOUTHERN STATES, 
excellent references, desires MANUFAC. 
TURER’S line WOMEN’S or MEN’S HOUSE 
SLIPPERS. PLAYSHOES WITH WOODEN 
SOLES. I’m in New York beginning of June. 
Address Box 780, care Boot and Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


FOR RENT 


S HOE DEPARTMENT IN SMART SPE- 

CIALTY SHOP, City of 18,000—100 miles 
from Washington and Baltimore; Gold Cross 
and Rhythm Step agencies; over $27,000 volume 
last year, and increasing. Net $7,000. Gov- 
ernment building PERMANENT hospital. Not 
necessary to buy present stock. Unusual op- 
portunity. Address Box 773, Boot and Shoe 
Recorder, 100 East 42nd Street, New York City. 

















FOR SALE 





SELL US 


FOR CASH 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 
any of the 15 leading St. Louis factories 
M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 











MERCHANTS NEEDS 








BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list ef manufacturers offering 
Brannock Devices at special co- 
operative price. 





HOE STORE FOR SALE—established ten 
years, smal] stock; good income; low rental; 
ideal Brooklyn location. Must sell immediately 
sacrifice price. Not for auctioneers or deal 
ers. Address Box 778, care Boot and Shoe 
Recorder, 100 East 42nd Street, New York, 
me Se 





WANTED TO PURCHASE 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5377 and 5378 and 5379 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARI > 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs’’ 
88 READE STREET 








Phone BARCLAY 717-7887 New York City 








WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


N 4th St 


Philodelphia, Po 
Phone MARket 146 











CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
<7 Advertisements for this page must be in our New York Office on Friday of the week preceding publication 
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Fit Stressed in Children’s Department 





Marshall Field & Co. Gives Salespeople Special Training 
Course in Fitting Children’s Feet 


CuiIcaGo—Training in proper fitting 
technique is regarded as of major im- 
portance for service in Marshall Field 
& Co. children’s shoe department, one 
of the most outstanding in the coun- 
try. This department has always been 
famous for its emphasis on the impor- 
tance of correct fit in children’s shoes. 
That the department has built such 
an excellent record in this regard is 
due to the fact that all salespeople are 
given a thorough training course in 
various fitting procedures. This policy 
is still carried out today, despite help 
shortages an the turnover of extra and 
Saturday sales personnel. 

In fact, the department, ever con- 
scious of the importance of this ser- 
vice, recently issued for the staff a 
small booklet outlining and illustrat- 
ing with simple drawings each of the 
steps in fitting a child with a pair of 
shoes. This booklet emphasizes the 
importance of the studied care of each 
child’s feet, and gives specific instruc- 
tions as to how to determine sizes, 
how to fit shoes on the feet, and how 
to deal with the child personally. The 
steps are traced all the way from the 
friendly greeting of the child through 
all the fitting techniques, and up 
through the recording of the size on 
a record card and bidding the child 
goodbye with a parting gift. 

The booklet is supplemented with 
weekly staff meetings. In addition to 
frequent lectures and open discussions 
on fitting, meetings are currently being 
devoted to information on rationing, 
materials and new developments in 
shoes. A number of extra salespeople 
are employed on Saturdays, most of 
them young college men or women. 
Their work is preceded with an in- 
struction period of an hour or so. 

In fitting procedure, attention is fo- 
cused on the child himself. He is 
asked what type of shoes he wants. 
Both of the shoes he is wearing at the 
time are studied for irregularities in 
wearing. He stands on both feet when 
being measured and both feet are mea- 
sured. When the shoes are placed on 





Dates to Remember 


Fall Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, lowa. May 16, 17, 18, 1943 

Monthly Shoe Show, Chicago Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Ill. 

May 24, 25, 1943 

Fall Shoe Show, Pacific Northwest 
Shoe _ Retailers’ Association, 
Portland Hotel, Portland, Ore. 

May 29, 30, 31, June 1, 1943 

Annual Fall Shoe Convention, Mid- 
Continent Shoe Travelers’ Asso- 
ciation, Skirvin Hotel, Okla- 
homa City, Okla. 

May 30, 31, June 1, 1943 





his feet he walks to the X-ray machine 
and his walk is studied at this time. 
One of the department heads checks 
each fitting at the machine. This means 
practically the same as one of the 
three managers of the department 
selling every pair of shoes that goes 
out of the department. 

After the fit of the shoes has been 
approved the child returns to his seat 
where the salesperson makes a record 
(if the same is not already on hand) 
of the child’s name and address, size, 
and type of shoe sold. This record is 
kept in a cabinet at a convenient loca- 
tion in the department. 

At several points in the department 
are large illustrated posters showing 
each of the steps used in fitting pro- 
cedures. There are also several pla- 
cards placed in conspicuous spots read- 
ing, “Give Your Child Fitting Protec- 
tion With Quality Shoes” and listing 
the following points— 

1. Natural, healthful lasts. 

2. Posture and tread studied. 

3. Fit checked by X-ray. 

Supervisor re-checks fit. 
ting recorded. 

Thus the parents of children are 
also reminded of the importance of a 
good fitting service. 


Every fit- 





To Issue Service 
Oxfords to RCAF 


MONTREAL, CAN. — Air Force Head- 
quarters in Canada announced today 
that service oxfords are being issued to 
airmen of the Royal Canadian Air 
Force at stations across Canada as 
quickly as the shoes become available. 
Light weight black socks are to be 
worn with them. 

Not since peacetime days, said the 
headquarters announcement, have shoes 
been issued to other ranks in the R.C.- 
A.F. The airmen will continue to wear 
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their heavy service boots on duty, but 
off duty will be permitted to wear the 
oxfords. 

Service regulations provide that the 
new shoes may be worn during normal 
auty hours only when boots are being 
repaired or airmen have medical recom- 
mendations for wearing the oxfords. 

One pair of shoes may be issued to 
airmen in lieu of a pair of boots. Air- 
men who so desire are to be issued two 
pairs of boots and to be allowed to buy 
one pair of black shoes. Cost of the 
shoes will be deducted from their next 
issue of pay. Airmen who have al- 


ready been issued two pairs of boots 
may be issued one pair of service shoes, 
but are to return the second pair of 
boots when worn beyond repair. Shoes 
will not be issued to airmen in the 
United Kingdom. 





Hold Up Dates for Showing 


LouISvVILLE, Ky.—Saks Fifth Avenue 
shoe salon, in a recent letter to cus- 
tomers, states that dates for showing 
of new shoe lines in Louisville are be- 
ing held up pending advice on when 
the next shoe coupons will be valid, 
figuring that many will have used up 
their No. 17, which would make it diffi- 
cult to interest them at this time. 





50 Years of Service 


SAN FRANcIscO—Margaret Murphy, 
who started as an errand girl with the 
White House department store fifty 
years ago, was honored by her business 
associates on April 17th, at a banquet 
held at the Bellevue Hotel. She was 
given a check for $1000 by the White 
House, and officials of the store were 
honor guests at the banquet. 





Subscribe to Hospital Fund 


RocHester, N. H.— The Spaulding 
Fibre Co., Inc., which manufactures 
shoe counters and has plants in Noith 
Rochester, Milton and Dover, has an- 
nounced that approximately 350 of- 
ficials and employees have become 
subscribers to the New Hampshire 
Hospitalization Service, a non-profit 
organization offering protection against 
hospital expense in case of illness or 
accident. 

Former Gov. Huntley N. Spaulding 
of this city was one of the benefac- 
tors of the new Frisbie Memorial Hos- 
pital in Rochester, one of the finest 
in New Hampshire, and is head of the 
Spaulding firm. He is also a sponsor 
of the hospitalization insurance plan. 





Shoe Dealers Sponsor 
Patriotic Advertisement 


SPRINGFIELD, Mo. — The Lynxwiler 
Shoe Company, of this city, joined in an 
8-column display advertisement in a 
recent issue of the News-Leader, urg- 
ing women to release more men to the 
fighting forces at sea, by joining the 
Waves or Spars, when Recruiting Offi- 
cer Eunice Burnet visits Springfield, 
for the purpose of enlisting Ozarks re- 
gion women in those branches of the 
service. 

Other shoe dealers participating in 
the sponsoring of the patriotic. adver- 
tisement are Heer’s, Inc., Leader Cloth- 
ing Company, Levy-Wolf, Inc., M. Net- 
ter Dry Goods Company, Rubenstein 
Store Company, Schwab Brothers, 
Three Sisters, Inc., The Tog Shop, Tur- 
ner Department Store Company, and 
the Ed V. Williams Clothing Co. 
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Allow More Time for 
Filing Inventories 


LOUISVILLE, Ky.—Shoe merchants 
who failed to file inventories with their 
banks of district OPA offices by the 
April 18 deadline may obtain permis- 
sion to file late “if they can show good 
cause for their delay,” George W. 
Crenshaw, district rationing officer, 
said recently. 

In an effort to clear conflicting 
rumors concerning stoppage of sales 
of play shoes without ration stamps, 
the rationing officer said that “all play 
shoes released under the amendment 
to the shoe rationing act still can be 
bought without coupons.” He added 
that play shoes in transit, packed or 
received by merchants after April 15, 
however, require surrender of ration 
stamps. 


To Open New Fitting Room 


CINCINNATI, O.—The Altman Broth- 
ers Shoe Manufacturing Company, 
whose main plant is in Cincinnati, will 
open up a new fitting room shortly in 
Covington, Ky., it was reported at the 
company offices. 

Company spokesmen reported that 
the new fitting-room operation is ex- 
pected to help relieve congestion. 


Propose Point Rationing 
For Shoes 
[CONTINUED FROM PAGE 33] 


versely affected; and that a critical con- 
dition exists today in the grade retail- 
ing up to $2.65, in men’s McKays re- 
tailing under $3 and in children’s stitch- 
downs retailing up to $1.60. 

“The reason for this unsatisfactory 
condition,” it is set forth, “is the pres- 
ent system of rationing shoes on a unit, 
or per pair basis. The present ration 
order discriminates against the lowest 
grade shoes in virtually all types for 
it is to the consumers’ interest to buy 
the highest priced shoe which he or she 
can afford, as price is synonymous with 
value and longer wear in the consum- 
ers’ view. And just so long as there 
are higher-priced shoes, or non-rationed 
footwear, to select from, we definitely 
feel that under the present order of 
one-pair-per-coupon the lowest grade 
shoes will sell only if and when there 
are no other higher priced shoes avail- 
able—or will virtually not sell so long 
as the order remains unchanged.” 

The association, which was repre- 
sented in Washington by its executive- 
secretary Maxwell Field and by two 
other association officials, Robert H. 
Adams and A. W. Berkowitz, recom- 
mended that this, or some variation 
which may be devised by the OPA, be 
put into effect by June 15, the date now 
understood to be the one selected for 
the release into active use of Ration 
Book No. 3. 
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A Buying Guide 





TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
BARIS SHOE CO., INC., New York City . 
BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. .. 
COBBLERS, INC., Los Angeles, Cal. .... 
COLONIAL TANNING CO.., Boston, Mass. 
DARLING, L. A., CO., Bronson, Mich. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. . 

DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J. 
EVANS, JOHN R., & CO., Camden, N. J. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
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